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A. & H. Producers 
Miss Good Life 
Prospects: L.1.A.M.A. 


Peirce Reviews Buyer 
Study at Group’s 
Spring Conference 


The A. & H. producer is overlook- 
ing as prospects the life policyholders 
of his company, according to the find- 
ings of L.L.A.M.A.’s A. & H. buyer 
study, Frederic M. Peirce asserted at 
the opening session Thursday of the 
L.ILA.M.A. A. & H. spring conference 
in Chicago. 

Mr. Peirce, associate director of 
L.I.A.M.A.’s company relations division, 
reported that “of the adult male can- 
cellable policies included in our study, 
in 38% of cases the company report- 
ing does not know if the applicant owns 
any life insurance. In 23% of cases, 
the applicant has life insurance in other 
companies but not in ours; while in 
only 12% of cases was the applicant 
one of our own policyowners. 

“Since every company represented 
here is interested in the sale of both 
A. & H. and life insurance, these sta- 
tistics would suggest that one of the 
easiest and best sources for business 
was being overlooked. That 38% fig- 
ure means that in four out of every 10 
cases no knowledge of the applicant’s 
life insurance holdings was reported. 
Of all the information in this report 
which you, the agency executives of 
your companies, can put to work, it 
seems to us this is the most valuable.” 


Should Broaden Blank 


Mr. Peirce asked, “Does this suggest 
that the A. & H. application blank 
should be designed to determine the 
amount of life insurance owned by the 
applicant in addition to the necessary 
question of how much A. & H. cover- 
age is owned? 

“Does this suggest that the life ap- 
plication should also inquire about ac- 
cident and health holdings? Certainly 
if the need for prospects is the major 
sales hurdle in our business, we are 
overlooking a tremendous opportunity 
if we don’t extract every possible ad- 
vantage out of a sale made—whether 
A. & H. or life.” 

These findings, he said, suggest the 
need for adequate training of agents 
to have facility and skill in the sale 
both products. 

With regard to previous ownership 
of A. & H. it was found that in 72% 
of cases (male adult, non-cancellable), 
the applicant had no previous A. & H. 
coverage; in 5% of cases, he was al- 
ready an A. & H. policyholder in the 
company, in 12% of cases he had cover- 
age in other companies, and in 11%, 
he had none in the company, but “we 
don’t know about other companies.” 


Gives Figures on Types of Buyer 


Mr. Peirce said 69% of policies were 
sold to male adults: 27% to females, 
and 4% were juvenile sales. The out- 
Standing characteristic was the lack 
of any uniform pattern; no two com- 
panies are alike. 

¥ . & H. business seems spread 
quite evenly in various income brackets,” 
he said. “Twenty-eight percent of the 
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Bell, Hale in Key 
Posts for Mutual 


Haughton Bell has been elected vice- 
president and general counsel, and 
Stanton G. Hale 
vice - president and 
manager of agen- 
cies of Mutual Life. 
Mr. Bell succeeds 
President Louis W. 
Dawson in the vice- 
president and coun- 
sel post. Mr. Hale 
succeeds Roger 
Hull, recently ad- 
vanced to executive 
vice-president. 

Mr. Bell has been 
an assistant general 
counsel since 1938. 
He joined the com- 
pany in 1933 as a special representative 
in the securities investment department 
and in 1934 was made assistant financial 
manager. 

Mr. Hale has been with Mutual Life 
15 years and a member of the agencies 
supervisory staff at the home office since 
1947, when he was named superintendent 
of agencies for the eastern division. 
Last September he advanced to assist- 
ant manager of agencies. A graduate of 
University of Idaho, he joined Mutual 
Life in 1935 as an agent in Salt Lake 
City. In 1942 he became a training as- 
sistant at the home office and two years 
later manager at Denver. 
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male adult buyers had an income of 
less than $3,000; 30% were in the 
$3,000-$4,000 range; 29% in the $4,000- 
$7,500 bracket; and 13% tad an in- 
come of $7,500 a year and over. 

“By occupation, 36% of cancellable 
and 44% of non-can sales to adult 
males were made to professional men, 
executives and proprietors, certainly a 
good class of business. Interestingly, 
however, the next highest group, per- 
centagewise, were laborers, machine 
operators, etc. These are certainly good 
prospects from the need standpoint, if 
not from the income point of view.” 

The report on the A. & H. buyer 
will be ready in June. The complete 
report will include findings on  sub- 
standard business; mode of premium 
payment; geographical spread of sales, 
and other characteristics of the A. & H. 
purchaser. 


Chaney Speaks at Columbus 


Homer C. Chaney, director of agen- 
cies of New England Mutual Life, will 
address Life Managers & General 
Agens Assn. of Columbus on “Train- 
ing” at a dinner meeting April 28. 


Finance Committee 
Agrees on Most 
OASI Extensions 


WASHINGTON—Chairman George 
announced that the senate finance com- 
mittee has agreed on most provisions to 
extend old-age and survivors insurance 
coverage. It would extend coverage on 
a compulsory basis to about 7 million 
persons not now covered, but would 
make voluntary coverage available only 
for the 1% million state and local gov- 
ernment employes not under present re- 
tirement systems. Under H.R. 6000 
compulsory coverage would be extended 
to approximately 7 million and volun- 
tary coverage made available to about 
4 million state and local government em- 
ployes through federal-state agreements. 

The committee agreed to retain the 
definition of employe in existing law, ex- 
cept that full-time life insurance sales- 
men are designated “employes.” In 
general, the committee said persons who 
would be covered as employes by the 
definition in the house bill would be 
covered under the committee’s action 
as self-employed individuals. 

Major policy decisions on coverage 
agreed upon by the finance committee 
follow: 


Major Decisions Listed 


Coverage is extended to non-farm 
self-employed if self-employment yields 
annual net income of at least $400, ex- 
cept for physicians, lawyers, dentists, 
osteopaths, chiropractors, optometrists, 
Christian Science practitioners, naturo- 
paths, professional engineers, veterinari- 
ans, and architects. 

Under the house bill architects, engi- 
neers and naturopaths would be exclud- 
ed. The Senate bill extends coverage to 
publishers. 

The Senate committee has concurred 
in house provisions excluding farmers 
and agricultural workers from OASI cov- 
erage, but still is considering the extent 
of coverage for border-line agricultural 
labor. 

The committee agreed to cover domes- 
tic workers not in a farm home and if em- 
ployed by a single employer for at least 
24 days in a calendar quarter with cash 
wages at least $50 wages in the quarter. 

All employes of non-profit organiza- 
tions would be covered by the Senate 
committee “except that all employes of 
religious denominations and of organiza- 
tions owned or controlled by a religious 
denomination” would continue excluded. 

Excluded on a mandatory basis, under 
the Senate bill, would be state and local 
government employes under a retirement 
system. Compulsory coverage would be 

(CONTINUED ON PAGE 19) 








Adolph A. Berle, 
Jr., Columbia Uni- 
versity professor and 
former Assistant Sec- 
retary of State 
(standing), chats 
with President Paul 
F. Clark of John 
Hancock, Chairman 
Thomas B. McCabe 
of the federal reserve 
system, and Presi- 
dent George Willard § 
Smith of New Eng- 
land Mutual Life. 
Mr. McCabe was 
main speaker at the 
dinner in connection 
with the seminar 
sponsored by the 10 
Massachusetts life 
insurance companies. 
Mr. Clark and Mr. 
Smith were joint hosts. 








Receipf-on-Request 
Plan Weathers 
Some Opposition 


NAIC Life Group 
Raises Questions but 
Principle Gains Ground 


NEW YORK—Eleven subjects rang- 
ing. from premium receipts to federal 
income tax legislation were taken up at 
the spring meeting of the life commit- 
tee of National Assn. of Insurance 
Commissioners at the New York de- 
partment. Harrington of Massachusetts, ° 
chairman, presided. Company represen- 
tatives testified on those subjects and 


on salary deduction plans, reserve 
strengthening, model group annuity 
definition, letters of retention, war 


clauses, group life standard provisions 
8 and 9, group annuity taxation, credit 
life, and group policy forms. 

The committee seemed to approve in 
principle company plans for furnishing 
premium receipts only on request, if 
payment has been made by check. How- 
ever, the committee indicated it might 
set up minimum ‘standards before fully 
endorsing the plan. Generally commis- 
sioners want policyholders to get suffi- 
cient notice of changed procedure, the 
procedure standardized among compa- 
nies, want it simple and easy for a 
policyholder to get a receipt, and want 
safeguards to forestall a possible in- 
crease in chances of policy lapse. 


Wants Procedures Standardized 


Allyn, Connecticut, said he doesn’t 
think companies should be forced to 
send receipts, for anything that is un- 
necessary is wasteful. But he wants the 
plans formalized among companies. 
There are too many variations. It still 
has some loopholes, for example, where 
a relative pays the premiums. He doubts 
that a cancelled check is quite the same 
thing as a receipt. He wants a clear 
notice given policyholders of what they 
must do. Kavanaugh, Colorado, by let- 
ter, and Stone, Nebraska in principle, 
approved the plan, subject to a few 
limitations. 

H. R. Glenn, associate general coun- 
sel Life Insurance Assn. of America, 
said the plan has been subject to mis- 
conception, though it is very simple. 
He reviewed its safeguards and its 
money-saving features. Companies not- 
ify insured in advance of switching to 
the plan and notify them of policy 
lapsation. Companies are not relaxing 
conservation plans. 


Effect of Lost Check 


Dineen of New York asked about 
the disadvantages. Mr. Glenn said some 
have asked about the effect of a lost 
check. Companies would still send a 
notice of lapse. The procedure here is 
no different than it was. If a policy- 
holder gives reasonable evidence he has 
sent a check the company will accept 
his word. Allyn said he knew of one 
case where the company hadn’t. Dineen 
was accompanied by what he called his 
brain trust. Allyn called them Dineen’s 
bullpen of experts. They included 
Deputy Superintendent A. J. Bohlinger, 
Julius Sackman, life bureau chief, and 
Actuary Charles Dubuar. Dineen with 
the help of his aids asked many ques- 

(CONTINUED ON PAGE 19) 
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HANSEN TELLS 500 EMPLOYERS DANGER OF UNINSURED PLANS 


Discu: 








First N.A.L.U. Pension C 


Drives Home Insured Advantages 


By RICHARD J. THAIN 


It seems certain that most of the 500 


business, industry and labor leaders 
who attended the pension conference 
sponsored by N.A.L.U. at Chicago 


emerged with the conviction that wher- 
ever possible pensions should be under- 
written by life insurance companies. A 
iew more such meetings in strategic 
ndustrial centers and the National Assn. 
of Life Underwriters may well make 
ithe most significant contribution ever 
made to dissemination of pension facts 
to the employers of the nation. 

This first venture into public pension 
education by the National Association 
drew 700 persons and importantly at 
least 3 out of 4 were not in the life in- 
surance business but were the finest 
clients and prospects for pensions. 
Many were the guests of life insurance 
producers. 

The program was a skillful blend of 
the necessarily technical with all the 
other broad aspects of the pension prob- 
lem. There were two business execu- 
tives on the program, two life insurance 
actuaries, an economist and college 
president plus Judd C. Benson, N.A.L.U. 
president, who piloted the meeting 
through uncharted channels with the 
same firm hand which has helped guide 
the association through its difficult re- 
cent years. 


Ends With a Score 


There must have been some baseball 
players among those who planned the 
program, because the speaker they 
placed in the last spot on the program 
was the kind of cleanup man every ball 
club manager seeks. In this important 
position was Stefan Hansen, group ac- 
tuary of Great-West Life, a slim, young 
Canadian who was born in Iceland and 
who combines actuarial training with 
the poise and manner of a veteran parli- 
mentarian. Speaking with fire, fact and 
conviction, it was Mr. Hansen who 
drove in the clinching run after his col- 
leagues on the platform had completed 
what one of the speakers, Dr. Ernest E. 
Hahne, president of Miami University 
of Ohio, had characterized as a “proj- 
ect in adult education.” Mr. Hansen 
came right out and said what insurance 
men in the audience had hoped someone 
would when he told his hearers that the 
cheapest, safest and most socially de- 
sirable way to find a pension is through 
a life insurance company. 

Mr. Hansen minced no words in re- 
spect to uninsured pension plans. To 
the standard argument that uninsured 
pension plans are more flexible than 
insured plans, he admitted only that the 
uninsured plan is more flexible with 
respect to funding, but in most cases 
this flexibility is completely dangerous. 
So inadequate is most of the funding 
of pensions by uninsured methods that 
these funds will become a serious drain 
on the current production to liquidate 
past commitments, he declared. 

Mr. Hansen branded claims that there 
is any advantage to uninsured plans in 
flexibility other than with respect to 
funding as sheer nonsense. Insurance 
company actuaries are every bit as 
good as private actuaries and many of 
the improvements in pension science 
have been made by the insurance com- 
panies, he emphasized. 

To the claim that unmsured pension 
plans can provide disability cover, he 
asked, “How can a concern manufactur- 
ing nuts and bolts, for example, pro- 
vide disability where a life insurance 
company cannot afford to do so?” He 
said there are many more effective and 
sure ways of providing dicability in- 


surance for workers. 

There are at least a dozen different 
ways of proving that an uninsured pen- 
sion is more expensive, he declared. He 
asked why the uninsured advocates 
must quote such big figures, must al- 
ways emphasize that their plans are 
15% to 35% cheaper in cost, when even 





N. 


Stefan Hansen D. Warters 
a differential of 5% would be adequate. 
When extravagant claims are made for 
a product it means that the product is 
either so dangerous or so obnoxious 
that the most fantastic claims for it 
must be made to induce the public to 
buy it at any price, Mr. Hansen opined. 
If an American industry, a manufac- 
turer of nuts and bolts, can provide 
pensions at a cost 20% below what a 
life insurance company can _ provide, 
why this manufacturer is wasting his 
time in nuts and bolts, he said. What 





this manufacturer should do is to go 
into the pension business. Why would 
an American industry struggle along 
for 3%, 4% or 5% when, according to 
the extravagant claims of the unin- 
sured pension advocates, the corpora- 
tion could go into the pension business 
and realize 1,000%. 

Mr. Hansen next turned to the fre- 
quent avowals by consulting actuaries 
that they are more realistic on mortal- 
ity assumptions than insurance com- 
pany actuaries. He reported that the 
rate of death of present pensioners is 
96% of that forecast by the 1937 
group annuity table now in use. There 
is no assumption that could be more 
valid than this. 


INSURED COST LESS 


The speaker emphasized that the cost 
of insured pensions is less. The cost 
of administration, figured into the pre- 
miums, is less than the separate cost 
for actuaries and attorneys for unin- 
sured plans, plus the cost of a certain 
amount of administration which the em- 
ployer must apply to such plans. Unin- 
sured plan administrators are looking 
for more profit, because they have to 
conduct their relatively small opera- 
tions. On the other hand, the largest 
life insurance companies are non-profit 
organizations. 

To the claim of the uninsured advo- 
cates that their plans will earn a higher 
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LIFE 


An Analogy With a Punch 


Try this idea on your next difficult prospect: 


The car-owner or home-owner who does not have fire insur- 
ance on his automobile or on his house is very hard to find. 
The value of such property is clearly defined, and practically 


The financial value of human life—of the PERSON of that 
very property-owner, however, is a bit more elusive, but 
nevertheless just as real. It can be estimated by multiplying 
his net annual earnings by his remaining earning years. And 
in how many cases will this value be covered by life insur- 


But there is one big divergence in this analogy, and herein 
lies the punch: he may carry his fire insurance for an indefi- 
nite number of years and never collect on it. But it is certain 
and preordained and inescapable that EVERY PERMA- 
NENT LIFE CONTRACT MUST BECOME A CLAIM! 


Insurance in Force April 1, 1950—$440,273,724 
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pension question as one of the foremost 
domestic issues of the day with the suc- 
cess of a way of life dependent upon 
the security of the promise to pay. There 
is no organization that is as strongly 
devoted to fulfilling promises to pay as 
life insurance, operating on a coopera- 
tive, non-profit basis. 
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Pension Risks are Great 


Mr. Hansen told his hearers that 
there can be no gambling in the matter 


of pensions because the risks are so WASHIN 
many and severe. The hazard of turn- Bsurance exe 
over is very great. Future performance Bdirectors of 


cannot be based on the past. The vari- 
ation from the norm in turnover may be 
as much as 100%. 

The death rate in service variance 
while not so great as turnover may 
cause a variance of 20%. The probabil- 
ity rather than the possibility of invest- 
ment losses must be considered, he 
pointed out, and it is not possible to es 
timate the rate of interest. : 

In regard to the sum needed on thé 
day the employe retires based on how 
long he lives and what interest if 
earned, the evidence is that the sum 
required may vary as much as 30% an 
interest difference may cost anothef 
10%. 

Mr. Hansen deduced that the total 
variation easily possible is 185%. He 
said that many uninsured plans present- 
ly funded would only allow for a third 
of what must eventually be provided. 
A 259% error in initial assumptions can 
lead to plans costing 88% more in the 
second 20 years. 


Assessment Principle Unsound 


Mr. Hansen characterized many un- 
insured pensions as unsound for the 
very reason that assessment insurance 
was found unsound. He pointed out 
that eventually the law forced the prin- 
ciples of assessment insurance to be 
eradicated. He brought out that it 1s 
socially unsafe to ask people to contrib- 
ute later to a fund which has been 
found inadequate. He told of a city of 
20,000 which had a pension plan for its 
employes. The plan was checked by an 
independent actuary and pronounced as 
having a surplus. It was five years later 
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o Feature L.I.A. 
Meeting June 1-2 


NEW YORK—A large part of the 
yrogram of Life Insurance Assn. ot 
America’s meeting at Haddon Hall, At- 
lantic City, June 1-2, will consist of dis- 
cussion periods at which important liie 
insurance matters will be considered. 
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Ralph C. Price 


F. P. Samford 


Casualty, Stevens Point, Wis., who has 
served 10 years on the board, has been 
chairman of the chamber’s insurance 
committee, and was a candidate for re- 
election. 

G. J. Mecherle, chairman of State 
Farm companies, Bloomington, Ill. to 
represent the geographical district com- 
posed of Illinois, Wisconsin and Iowa. 

_Frank P. Samford, president Liberty 
National Life, Birmingham, to repre- 
sent the district composed of Georgia, 
Florida, Alabama, Mississippi and Ten- 
nessee. 

Frank H. Thomas, president Fire 
Association, remains on the board, hav- 
Ing been elected last year for a two-year 
erm. 

Laurence F. Lee, president Peninsular 
ife, Jacksonville, Fla., is vice-president 
of the national chamber. Whether he 
ill be reelected rests with the cham- 
ber’s directors, who meet next week. 

Election of directors was by mail 
ballot of the chamber’s member organi- 
zations. 
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panies as such, there is an understanding 
between the two groups that each will 
have representation on its board. 

There is also an unwritten rule of the 
national chamber that its board will ap- 
point a life insurance man as a member 
at large if one is not elected director, as 
was Mr. Price. 


FTC Completes Monumental 
Report on State Law Survey 


Federal trade commission has com- 
pleted the report on its survey of state 
insurance laws and regulations, a monu- 
mental affair of four sections in six 
volumes, encyclopedia size. It is under- 
stood that it will not be printed but 
will be available for consultation and 
reference. 

It is stated to be strictly a factual 
study, non-critical in its nature, with 
no attempt, made to weigh the quality 
of the enactments or the sufficiency of 
their enforcement. It reviews only state 
laws which may affect the application 
of the federal trade commission act and 
the Clayton act under public law 15 and 
touches on some of the questions con- 
fronting the commission in applying 
those acts to insurance practices, with- 
out attempting to resolve any of them. 


H. L. Seal to N. Y. Firm 


Hilary L. Seal has gone with Wicken- 
den, Morss & Associates, New York 
City consulting actuarial firm. Since 
1948 he has been actuary of National 
Life of Canada. 

He had early experience in actuarial 
work in the home office of a British 
company, later becoming assistant 
actuary of a life company in Brazil. 
After war service with the British 
admiralty he headed its _ statistical 





branch. He is an ,associate of the So- 
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ciety of Actuaries, ° 
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Woodward Urges Further Research in 


Various Areas of Life Insurance Work 





Further analysis in a number of fields 
of life insurance activity was urged by 
Donald B. Woodward, 2nd _ vice-presi- 
dent Mutual Life, in his talk at the 
seminar sponsored by 10 Massachusetts 
life companies and the Harvard business 
school. 

Praising the work of the investment 
research committee of the Life Insur- 


ance Assn. of American and the re- 
search division of L.I.A.M.A., Mr. 
Woodward said that there should be 


further facts and analysis in these fields: 
The difference between the gross 
amount and the net amount of funds in- 
vested by the life insurance business 
and the significance of each; the actual 
function of funds invested by life com- 
panies compared with the apparent func- 
tion; the loss of the policy loan busi- 
ness and the meaning of the develop- 
ment; the significance of amortization; 
the problem of small business; the 
meaning of relevance of investment re- 
strictions; the meaning of the very vast 
redistribution of income that has oc- 
curred during recent decades under the 
incidence of high progressive incOme 
taxation; the growth of union power, 
and the vast welfare activities of private 
and public organizations; the actual role 
and importance of the interest rate; the 
experience and availability of equity in- 
vestment; the meaning to saving and 
investment of the great sweep. of pen- 
sion and retirement development; pros- 
pective availability of various type of 
investment instruments, and prospective 
demand for them; the relationship of 
life insurance operation in the savings 
and investment area to employment 
prosperity and economic progress. 

He listed trends effecting the economy 
as (1) the rapid growth of accumulated 
money savings in the form of life insur- 








question. 


where you stand. 


John Doe 


How often has a man approached you with out- 
stretched hand and greeted you by name? He has the 
advantage of you—the face is familiar but you can’t 
think of the name. There ensues a period of confused 
conversation, for you don’t wish to embarrass him or 
yourself by confessing that you don’t know his name. 


Or you are seated in the office and the phone rings. 
A voice says “This is John,” but says nothing to inform 
you which of the twelve Johns you know, so you stall 
until you can identify him without asking the direct 


You have undoubtedly discovered that it would be 
helpful if he introduced himself by simply mentioning 
his name, perhaps even adding the name of his company 
or some other clue which will enable you both to know 


If you think it would be helpful to the amenities of 
business conversation to have him mention his name, 
have you adopted that custom as regards your own name 
so as to put the other fellow at his ease? 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 




















ance reserves—greater than that of any 
other form of accumulated private sav- 
ings; (2) the fact that savings accumu- 
lated by life companies and other in- 
stitutions handling savings have been 
rising faster than the chief instruments 
for investment; (3) the aggrandizement 
of government over private investment 
operations; and (4) the changing habits 
mm private financial operation (¢.g., amor- 
tization of debts). 

_ Sherwin C. Badger, vice-president and 
financial secretary of New England Mu- 
tual, talked on the problems of interest 
rates. He urged the revision of the na- 
tional fiscal policy on a sounder basis. 

_ Stating that “the problem of adequate 
investment earnings may be more acute 
than is generally realized,’ Mr. Badger 
pointed to a 2% decline in interest earn- 
ings in the past 20 years. In this period, 
there have been two major offsets to 
this drop: elimination of margin of actu- 
al investment earnings over earnings re- 
quired to maintain insurance reserves, 
and the savings from improved mortal- 
ity experience. However, he felt that 
these offsets could not be counted upon 
iI interest rates should decline further. 

W. Rulon Williamson, Washington, 
D. C,, actuarial consultant, talked ‘on 
his “social budgeting” program for cop- 
ing with problems of old-age assistance 
and pensions. He favors a special ear- 
marked income tax, collected along with 
the regular income tax up to a $3,000" 
top. He believes that the economy will 
not stand old-age security much be- 
yond 3% of income. 

Raymond W. Miller, visiting lecturer 
at the Harvard business school spoke 
on the need for keeping older people 
employed at work less strenuous than 
they previously did, but still rewarding 
both financially and spiritually. 





British Columbia Ups Rates 
Again on Health Insurance 


VICTORIA—A threatened parliamen- 
tary revolt over financial difficulties 
which have plagued British Columbia’s 
health-insurance program has been 
checked temporarily by an agreement 
to raise the maximum premium for 
health insurance to $36 a year. The new 
rate is contrasted with $30 for families 
when the plan began. There had been a 
rate increase from $15 to $21 for single 
persons and from $24 per couple to $33 
for couples and families. The plan has 
been running into deficit because many 
persons are refusing to pay the com- 
pulsory premiums or have found a way 
to evade them and because hospital 
costs are so high. The government had 
recently asked parliament for blanket 
powers to establish premium rates at 
any level commensurate with loss ex- 
perience, but opposition groups fought 
this successfully on the grounds that 
these were wider powers than the gov- 
ernment should enjoy. 


Burglary Attempt Foiled 

ST. LOUIS—Burglars who broke in- 
to the office of American National here 
later ran into some bad luck when the 
500-pound safe they had carried from 
the office fell from the trunk of their 
automobile as they were speeding away. 
The safe, containing $818 in cash, $3,000 
in government bonds and $2,750 in 
stocks, was found and turned over to 
the sheriff by an unemployed laborer. 


McLeod to Hancock 


Dan McLeod III, former agent in 
Dallas for Crown Life, has been ap- 
pointed manager in northeast Texas 
oo Hancock, with headquarters in 

yler. 


L.I.A.M.A.’s book, “Managing 








Agency,” has been translated into Danish 
under the title “Inspektoratsledelse.” 
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funeral homes, he said that he did not 
favor cutting them out altogether but 


N o Drastic Changes 


thought that no_ burial association 
Sou ht in Code, should cover more than one funeral 
home. 


Position on A. & H. 


As to A. & H., Mr. Butler said the 
department wants to “have the right 
to say that we have the power to fol- 
low the Official Guide in the law.” At 
present the application of the guide to 
AS & H. coverages is merely a gentle- 
men’s agreement with the companies. 

He indicated that hearings on pro- 
posed changes in the law will not begin 
until August. 


Tex. Insurers Told 


No drastic changes in the Texas law 
are contemplated in the legal reserve 
life field, though there should be some 
minor changes in the agency laws, said 
George B. Butler, Texas life commis- 
sioner and chairman of the Texas in- 
surance board in a talk before the senior 
section of the Texas Life Convention 
at Houston. In recent years all efforts 


to strengthen the agency licensing law Other “speakers before the senior sec- 
have failed. tion were S. E. McCreless, president 
Mr. Butler was discussing the so- American Hospital & Life, on A. & H. 


and hospitalization coverage; William 


called “Package 3” which embodies the : } ) i 
Vogler, executive vice-president, and 


changes recommended by the depart. & 
ment. It would include the adoption of Leonard Mosele, secretary and comp- 
“Package 1” which is the Texas code troller, of American National, on 
as it is today, and “Package 2” which home office personnel relations; and R. 
includes minor changes with no altera- R. Davenport, 2nd vice- president South- 
tions in the substance of the law. western Life, on agent training. Presi- 
McConney of Bankers of 


Mr. Butler said local mutual aid as- dent E. M. 
sociations had agreed that until this Iowa, speaking at the luncheon, com- 
type of organization had been built mented on current economic trends. 


Principal speaker before the junior 
officers was Leon W. Ellsworth, South- 
western Life, on job evaluation for life 
insurance companies. Discussion topics 


up to where they can take care of their 
losses during a depression the board 
should not license any more of them. 
As for burial associations operated by 








i ONE THING that usually stops when 
a home buyer gets disabled is his income. 


Nothing else does. The family still gathers 
at table three times a day. The bills roll 
in steadily. The mortgage payment falls 
due each month. 


That's why the only complete Mortgage 
Protection plan is one that pays the mort- 
gage instalment during disability. 


The Occidental plan does. It pays /ifetime 
income for lifetime disability. At death it 
also pays the remaining debt balance and 
gives the widow a two-year income. 


We've yet to find a home buyer who does 
not like this kind of mortgage insurance. 








—" INSURANCE COMPANY of CALIFORNIA 
V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU 00” 
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were reducing expenses in the home of- 
fice, practices in salary savings and 
bank deduction plans, and group insur- 
ance accounting. 

Arthur F. Ashford, president of West- 
ern Reserve Life of Austin, presided 
over the senior group and Clifford A. 
Ivey, Southwestern Life, directed dis- 
cussions of the junior officials. 

There was also a meeting of the Ac- 
tuaries Club of Texas, of which Paul 
V. Montgomery, consulting actuary of 
Dallas, is president. There was a ban- 
quet addressed by Mr. McConney, who 
is president of the Society of Actuaries, 
on the relations between actuarial so- 
cieties in English-speaking countries. 

The club, which later this year will 
be expanded and renamed the Actuaries 
Club of the Southwest, held a discus- 
sion period with Melvin Martindale, ac- 
tuary of the Texas department, as the 
principal speaker and decided to hold a 
belated spring meeting in Dallas June 
16. 


Canada Seeks Joint Action 
on Unlicensed Insurers 


OTTAWA, ONT.—The fact that 
Canadian postal authorities have ac- 
ceded to requests from securities and 
exchange commission to ban the use of 
the mail to Canadian stock promoters, 
who have been flooding the U. S. with 
allegedly fraudulent and misleading lit- 
erature, is expected to lead to a request 
by Ottawa that the U. S. ban the use 
of the mails to American insurers which 
have been placed on the mail ban list 
in Canada. 

The Ottawa ban 
tional literature is believed to be the 
first joint action by the U. S. and 
Canada. A request for its extension to 
stop the illegal solicitation of insurance 
business in Canada is believed here to 
be a logical one and one which may 
prove more effective than any move 
adopted so far. 

Companies against which orders pro- 
hibiting the use of the Canadian mails 
have been issued by the postoffice de- 
partment include: American Farmers, 
Phoenix, Ariz.; American Life & Acci- 
dent, St. Louis; American Travelers, 
Indianapolis; Bankers National, Phoe- 
nix; Burbank Mutual Life & Benefit, 
Los Angeles; Capital Mutual Benefit, 
Denver; Pioneer Mutual Benefit, Phoe- 
nix; Prudence Mutual Benefit, Jersey 
City, and Reliance Life & Casualty, 
Phoenix. 


on stock promo- 





Mountcastle Buys Radio Station 


Paul Mountcastle, president Life & 
Casualty, is given as the principal in 
a state charter granted for Mountcastle 

sroadcasting Co, It is presumed that 
a deal for Knoxville radio station 
WROL has been consummated. Mr. 
Mountcastle recently sought unsuccess- 
fully to move the headquarters of Life & 
wasnt to Knoxville. 


N. Y. CLU FORUM 
Sumner Pike Sees 
Atomic Research ag 
Longevity Booster 


Civilian commercial use of atom 
energy in power production is stil] 
long way off, according to Summer 
Pike, acting chairman of the Atom 
Energy Commission, who spoke at ¢ 
annual New York City CEU, foruy 
There is no need for life companies | 
worry about depreciation of their j 
vestments in public utilities by replag 
ment of present sources of power wit 
atomic energy. For a long time aft 
atomic energy is usable it will be y 
expensive as well, he said. Because , 
the cost of operations he said he did! 
think it was a very good field yet 
private investment. 

He indicated that one of the corolla 
results of investigation into peacetim 
uses for atomic energy was the rece 
discovery of a process by which blo 
can be tested and reveal symptoms , 
potential hardening of the arteries |oy 
before it happens. By putting the pera 
on a non-fatty diet arterio-sclerogi 
can be averted. He interpreted this 
a possible great factor in extendin; 
longevity. 

sis] 8 : were in the life insurance bus 
ness, I’d wipe out my annuities ay 
write straight life very fast instead 
he remarked humorously. 


Coffin Moderator 


Vincent B. Coffin, vice-president ¢ 
Connecticut Mutual, was moderator ¢ 
the forum. The attendance exceedej 
500. Mr. Coffin drew from the day’ 
talks the lesson that agents should 
more articulate about getting across ti 
the public the idea that individuals have 
an obligation to take care of securit 
on their own. There is a great oblig. 
tion on the C.L.U., he said, because he 
has developed more than the average 
educational background, The real pay 
off, he said, is in what he is doing 
an individual to distribute more life in 
surance. 

John K. Pitman. Connecticut Generd 
was chairman of the forum. Speaker 
and guests attended an informal lunch 
eon. Other talks on the program wer 
reported in last week’s issue. 








Plans Supervisors Meeting 


Mutual Benefit Life will hold 
supervisors conference at _ Pittsburgh 
May 3-11. Instructors will be Laurantt 


W. McDougall, director of manag 
ment training, and his assistant Truma 
M. Huffman; Chauncey A. Brown, 3 
sistant director of agency finance; John 
A. Erskine, general agent at Pittsburgh 
and John D. Brundage, director 0 
agence. 








Curry Gets Highest Penn Mutual Award 








President Malcolm 
Adam (left) of Penn 
Mutual is shown 
presenting the presi- 
dent’s award, highest 
field honor, to For- 
rest J. Curry, gen- 
eral agent at San 
Francisco, for ren- 
dering the most dis- 
tinguished perform- 
ance of 1949. The 
plaque was present- 
ed at a dinner at 
Berkeley. Se veral 
general agents of 
other companies 
were guests, as were 
Penn Mutual Gen- 
eral Agents F. H. 
Schnell, Los Angeles, 
Doyle M. Smith, 
Sacramento, and 
Starr Northrop, Fresno. 
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North Carolina 
Develops Credit 
Insurance Rules 


es 
as 











fer RALEIGH — The four conferences 

held recently by Commissioner Cheek 
§ aton#l of North Carolina with representatives 
is stil] of insurance companies and lending 
immer J agencies have resulted in the develop- 
> Atom ment of 11 regulations to govern the 
ke at ti writing of credit insurance in the state. 
J. forugm Before the new regulations become ef- 
panies Wm fective, the commissioner intends to hold 
their jg a public hearing. The regulations gov- 
- repladm rn the sale of credit life, A. & H., hos- 
wer wife pitalization, disability and automobile 
ime aftee fire, theft, comprehensive and collision 
| be vets insurance. A 12th regulation is proposed 
cause @§ which would cause the loss of license 
he didi for an agent or company willfully fail- 
1 yet jg ing to observe the regulations. 

The regulations provide that all be 
corollayy submitted for approval to the insurance 
eacetings department. They provide that a com- 
1€ recey plete disclosure of insurance obtained 
ch blog by a finance factor from an insurance 
ptoms da company or an authorized agent shall 
ries long be made in all cases to the purchaser of 
le perso such insurance. They provide that the 
-scleros™ huyer be sent a policy or certificate of 
| this insurance within 20 days after execution 
xtending® of a contract. Policies not containing 
1ce bus ; : : 
ities anf Commissioner Cheek decided instead 
instead of having a public hearing to allow 

the proposed regulations. to remain 

open for criticism until May 8. If no 
objections are filed by that date, he 
ident ¢ will release the regulations and name 
Tator 9 the date on which they will become 
>xceede( effective. 
1e day’ 
oul 7 automobile third party liability cover- 
als hava age must be clearly marked to the effect 
secur that such coverage is not included in 





the policy. ; 4 
No combination of credit insurance 
may be written where the benefits suc- 





- oblige 
sause he 







average 
eal pay ceed the amount of the loan or where 
loing ag the time exceeds the period of the loan. 





The finance banker will not be permit- 
ted to require life and/or A. & H. as a 
condition precedent to obtaining a loan 
where automobile coverage is issued. 
Where single interest coverage is writ- 
ten a clear and concise statement is 
required to be furnished to the bor- 
rower advising him that the coverage 
is solely for the interest of the finance 
factor. ; 

All insurance companies must main- 
tain a complete record of North Caro- 
lina business in some designated’ office. 
In no cases may any person, firm, or 
corporation other than the insurer, pay 
or adjust claims and no plan may be 
used which allows any life or A. & H. 
policies to be executed except at the 
office of the insurance company. It is 
provided that no company shall enter 
agreement with a representative which 
© permits the representative to retain the 
» portion of premiums for payments loss. 
» The regulations provide that in the 
case of finance plans a maximum policy 
writing fee of 35c per policy may be 
charged. Each finance company is re- 
quired to inform the insurance commis- 
sioner of his standard insurance proced- 
ure in handling conditional sales con- 
tracts unless an exception is granted by 
the purchaser. 


Ohio Federation Date Set 


. Ohio Insurance Federation will hold 
its annual meeting June 6 at Columbus. 
Industrial leaders of Columbus will be 
guests at a luncheon. The presidents of 
all insurance groups in Ohio will be 
invited to attend. The luncheon speaker 
will be J. Dewey Dersett, general man- 
pager of Assn. of Casualty & Surety 
Executives, who will discuss the en- 
®croachment of the government on in- 
iB surance. 


Brotherhood Mutual Life has moved 
to its new office building at 230 East 
Berry street, Fort Wayne. The company 
recently increased its dividend scale. 
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Delay in Naming 
Successor Heartens 
Harrington Camp 


BOSTON—The fact that two meet- 
ings of Gev. Dever’s executive council 
have been held without the naming of a 
successor to Commissioner Harrington 
of Massachusetts is taken by his friends 
as ground for hoping that he will be 
appointed for another three-year term, 
which would be his fifth. 

Several weeks ago it seemed definite 
that Mr. Harrington would not be re- 
appointed but his friends have been ex- 
tremely busy in his behalf. 

A month ago Dennis Sullivan, who 
has served the governor as campaign 
treasurer, was regarded as having the 
inside track should Dever carry out his 
intention of replacing Mr. Harrington. 
Since then Philip A. Chapman, Boston 
lawyer who has served on the insurance 
committee of the legislature for the last 
two years, has been mentioned as a 
strong possibility, though he is not an 
active contender for the post. 

John C. Carr, Medford insurance 
agent and chairman of the Democratic 
state committee, refused the offer. The 
governor is said to be having trouble 
finding candidates who are qualified both 
politically and professionally. 





Benner Says Cheap Dollar 
Greatest Economic Problem 


Devaluation of the dollar arising from 
excessive government spending is the 
nation’s most serious economic prob- 
lem, President Claude A. Benner of 
Continental American Life warned at 
the dinner that closed the spring meet- 
ing of the National Assn. of Insurance 
Commissioners zone 2 at Wilmington, 
Del. He said that contrary to prevail- 
ing public opinion the increased cost 
of government is not due to military 
and defense expenditures. He warned 
that inflation now facing the country 
will be an economic hazard two or three 
generations hence. 





Nebraska Federation Elects 
E. J. Faulkner President 


Insurance Federation of Nebraska at 
its annual meeting at Omaha elected 
Edwin J. Faulkner, 
president of Wood- 
men Accident and 
Woodmen Central 
Life, president. 
Hayden W. Ah- 
manson, National 
American Fire, is 
Ist vice-president; 
C. Petrus Peterson, 
Bankers Life of 
Nebraska, 2nd vice- 
president; Har- 
old J. Requartte, 
treasurer, and 
James L. Brown, 
Lincoln, secretary 





E. J. Faulkner 


and counsel. 

The federation voted to hold an insur- 
ance institute this fall, in conjunction 
with the college of business administra- 
tion of University of Nebraska. 


Study of Application Forms 


The subcommittee on _ application 
forms of Bureau of A. & H. Under- 
writers, of which Ray L. Hills, Great 
American Indemnity, is chairman, has 
completed a study of commercial A. & 
H. application forms following several 
months’ study of those used by bureau 
companies. 

It takes the form of a composite view 
of the forms reviewed, bringing out all 
items included in the commercial appli- 
cation, the varieties of each and the 
companies using each variety. Consid- 
erable variation in usages regarding 
each part or question in the application 
is shown, although one or two are gen- 
erally used by a majority of the compa- 
nies. 
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OUR 45th YEAR... 


Doing things a little differ- 
ently, we are “Forty-niners” 
in 1950,—that is, when this 
year is ended, this Company 
will be 49 years old, and 
already among the leaders 


in the business. 


With quite an array of out- 
standing production records 
already to our credit, we 
nevertheless expect 1950 to 


be our best. 


It has started 


that way, and we have a 
strong, well-trained well- 
equipped field force to keep 
up the good work. 
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| 10-Y ear Hunt Traps Agent 
Sought in $300,000 Fraud 


inquiring for mail under an assumed 
name, Tucker denied that he was the 
man wanted but when confronted by 
Edward C. Cocking, branch secretary 
of Sun Life at Indianapolis, who readily 
identified Tucker, the latter admitted 
he was the man they were after. 


Charles F. Tucker, 59, sought for 10 
years for defrauding Sun Life of Can- 
ada of about $300,000 while he was 
its agent at Indianapolis, has been ar- 
rested. He walked into a federal trap 
in the postoffice at Russell, Ky. With 
him was his fourth wife, whom he had 


marrie ive days earlier. He was ey . 

arried hive d seri ad ya pie Sonia Mr. McBroom and Mr. Cocking had 
taken to the Ashland federal correction i iacinteieiitliiiniai teas Giaeadiinme ti. @ t 
institution to await extradition to In- ¢¢" Waiting for two days in the post- 


office. McBroom had a tip that Tucker 
would call at the general delivery win- 
dow, asking for a letter for Burl Ray 


dianapolis, where he will face 13 counts 
of fraud carrying a maximum penalty 
ot 65 years in prison and a $13,000 fine. 


Many other frauds besides those against Richards, Jr. When nabbed by Mce- 
Sun Life are involved. Broom, he said his name was Lee 

When approached by Postal Inspector Byrd and that he was calling for 
W. W. McBroom of Indianapolis, after Richards’ mail because Richards was 











Tale of 


Two 
Citizens 


“...meaning us, Hank and 
Jane Frisbee. Talk about be- 
ing in a rut! We were bogged 
down over our ears. Not that 
there was anything wrong 
with Hank’s insurance busi- 
ness. Just that life was a con- 
stant mad scramble living in 
a large, dreary city. Yet, pulling up roots to settle somewhere else 
seemed quite frightening. 

“When vacation time rolled around, the family headed West. It 
was simply incredible! Millions of new families, billions of new dollars— 
all invested in the West since the war. 

“The reasons were right before our eyes. People LIVED here! We 
found Shangri-Las—American style—all along the way. Hank inter- 
viewed several insurance companies. We selected Capitol Life as the 
one which offered the greatest opportunities. Today, our home is in 
colorful Colorado. In ‘wo years, Hank’s income doubled, our health 
improved to where we've shed years off our lives. Here, we LIVE!” 

To qualified Field Underwriters and Agency Managers in search 
of a NEW way of life, our agency expansion program offers genuine 
economic SECURITY in Colorado, New Mexico, Arizona, Texas, Idaho, 

ss Oregon, Washington and California. 
oped | CP 









Write us for complete details 


G. A. L’'ESTRANGE 
Vice President and Agency Director 


She CAPITOL LIFE 


INSURANCE COMPANY 


CLARENCE J. DALY, President HOME OFFICE - DENVER 

















EXCELLENT OPPORTUNITY 


A Company with the personal touch—a ratebook full of poli- 
cies you will enjoy selling. 
Let us tell you more about our plans for greater expansion. 


GENERAL AGENCY TERRITORY AVAILABLE 
IN PENNSYLVANIA AND MARYLAND. 


For information write to 
JOHN O. SLEMMER, Manager of Agencies 


SCRANTON LIFE INSURANCE COMPANY 
SCRANTON, PA. 




















an agent of the company he represented, 
Merchants Protective Assn. 

Tucker is charged with having forged 
Sun Life insurance and annuity policies 
and selling them to prospects. 

R. J. Simpson, Indianapolis, Indiana 
manager for Sun Life, was the one who 
advised the home office a decade ago 
that it had a fraud case to deal with. 
He said it has cost the company close 
to $200,000 to make good on the forged 
annuity policies issued by Tucker. 
Where cash was involved, those de- 
frauded were reimbursed in full, Mr. 
Simpson said. 

Unlike many men who are caught 
up with at the end of a long hunt, 
Tucker indicated no feeling of relief 
that the search had ended. 

“T never worried,’ he said. His ap- 
pearance confirmed this statement, for 
he looked no older than when he 
dropped out of sight in March, 1940. 
He made no attempt to disguise him- 
self. He wore a well-tailored dark blue 
suit and carried himself with the air 
of a successful business man. His bride 
said she knew nothing of his flight from 
the law. 

When Tucker left Indianapolis he had 
with him 39 suits of clothes and $50,000. 
The subsequent search by the FBI, 
Postofice Department and Treasury 
Department covered not only the United 
States but foreign countries as well, but 
no trace of him was ever discovered 
until his capture, although federal agents 
have traveled thousands of miles run- 
ning down more than 1,000 tips on his 
whereabouts. 

His closest call was at Tuscola, IIl., 
where he stopped to have a carpenter 
make a cedar chest for his elaborate 
wardrobe. The carpenter became sus- 
picious when Tucker pulled out a huge 
roll of bills. He notified police and 
Tucker was held but he was able to 
establish his identity as a Sun Life 
agent. The frauds with which Tucker 
is charged were not uncovered until af- 
ter he had left Indianapolis, deserting 
his 19-year old bride, who was penniless, 
in an expensive hotel suite in Indianap- 
olis. 


DBL Students Honored 


The winning students in the course 
on statutory disability benefits spon- 
sored by the Insurance Society of New 
York were Benjamin Dissin, State 
Fund; John  S. Barnes, American 
Surety, and Washburn P. DeMotte, R. 
C. Rathbone & Son. Speakers at the 
graduation exercises were Mary Don- 
lon, chairman of the New York State 
Workmen’s Compensation Board and 
Deputy Superintendent Alfred J. 


———— — 
—— 
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Mutual Life Speeds 
Death Benefit Checks 


Beneficiaries will be able to receiyg 
death benefit payments one to two days 
faster than usual under a new speed-y, 













procedure instituted by Mutual Life John FE 

Checks now will be sent directly to [of president, 
cal agents in instances where they |jyg™ ministratn 
outside the agency city. Heretofore cliffe Ma 
checks were sent to agency offices tg succeed N 
be forwarded to agents. agencies, 


More than 99% of all death paymen 
checks are now issued within 24 hou, 
after final papers are received. In 44¢ 
of the cases last year payments wer 
processed on receipt of first notice gj 
death and checks were available for ip 
mediate delivery when proofs were sy} 
mitted at agency offices, a time saving 
of from two to five days. 


De Roode to Purdue Staff 


Granville H. deRoode, home offig 
supervisor of Liberty Life, had bee 
added to the staff of the Purdue course 
Mr. deRoode has had considerable ey. 
perience in personal production as wel 
as in the agency management field. 








Geo. Vins 


sonhaler, 


Mr. deRoode entered life insurangge as manag 
with Union Central at Lexington, Ky, changes a 
in 1945, joined Commonwealth ther Mr. Ga 
as an agent in 1946, became one of jtsme study pro 
unit managers there in 1948, and home problems 
office supervisor for Liberty Life af the John | 
Greenville last June. An army veteran In announ 


he is a graduate of University of Ken. 
tucky, the Purdue course, the South. 
ern Methodist University seminar, and 
the L.I.A.M.A. management school, 


Canadian Officers’ Card 


TORONTO—Speakers so far lined 
up for the annual meeting of Canadian 
Life Officers Assn. at Montebello, Que, 
May 16-17, include Earle Bunting, ma- 
aging director National Assn. of Mam 
facturers; G. W. G. McConachie, preg 
dent Canadian Pacific Air Lines; Cagrol 
M. Shanks, president of Prudential; J. 
E. Coyne, deputy governor Bank @i 
Canada, and E. M. Little, presidem 
Anglo-Canadian Pulp & Paper Mills; 
John Marshall Holcombe, Jr., mat- 
aging director Life Insurance Agenty 
Management Assn.; Ward Phelps, Mt 
tual Life of New York, Lt. Gen. GG 
Simonds, and D. M. Gowdy, “Mat 
Lean’s Magazine.” 











































Zone 2 Meeting 

There was no discussion of life mat: 
ters at the zone 2 commissioners meet 
ing in Wilmington last week. However, 

























Bohlinger, of the New York depart- 4 ‘ 
ment. About 160 students participated A. A. Rydgren, chairman of Continer- dent Paul 
in the course which was divided into tal American, and John Kane, president Gal ead on 
four sections. Instructors were Francis North American Mutual, were on the pany and t 
T. Curran, Loyalty group, Louis A. host committee that did a splendid job aie * € 
Orsini, Bureau of A. & H. Under- of entertaining the authorities, ani perience at 
writers; James Gardiner, Metropolitan President Claude L. Benner of Conti: ag gene 
Life, and A. Hugh Clarkson, Royal- nental American spoke briefly at the operational 
Liverpool group. Friday dinner. 4 to his post 
- edge and 
John F. Walsh a 
(left) manager of Mr. Gay 
agencies of Home since 1942 
Life of New York, president i 
receives congratula- 1944 he t 
tions and his 20- agencies. | 
year service medal president 
from President to the e: 
James A. Fulton. Mr. joining Jol 
Walsh joined the agent for . 
Home Life as assist- Mr. Mas 
ant manager in New cock’s gen 
York after having 1936. He w 
been with the for- and in 19. 
mer Hart & Eubank president 
agency of Aetna Mr. Vir 
Life there. From general age 
1938 through 1941 eecumency 
he was located in Previously 
Chicago as resident for John E 


assistant superinten- 
dent of agencies. He 
became manager of 
agencies in 1946 and 
in 1948 was given| 
complete charge of . 
the field administration of all agencies. 
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Hancock Ups C. F. 
Gay, R. R. Massey, 
George Vinsonhaler 


ohn Hancock has promoted Vice- 


ds 
ecks 


O Teceiye 
two days 
speed-y; 



















ual Lif 

tly to lo president Clyde F. Gay to a new ad- 
they |iyga ministrative post, advanced R. Rad- 
eretofor™ cliffe Massey, 2nd vice-president, to 


succeed Mr. Gay in charge of general 


offices : : 
m agencies, and has named George Vin- 


Day men} 
24 hour 
In 444 
nts werg 
10tice gj 
> for im 
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Geo. Vinsonhaler R. R. Massey 


as wel oer . 
Id. sonhaler, general agent at Cincinnati, 
isuraneme as manager of general agencies. All 
on, Ky, changes are effective June 1. 

h there Mr. Gay will direct research and 
e of is@e study projects in connection with the 
d homie problems which arise in all phases of 





Life af the John Hancock’s multiple operation. 
veterange In announcing the appointment, Presi- 
of Ken. 


South 
ar, and 
1001, 





CLYDE 


dent Paul F. Clark said, “The substan- 
tial and continuous growth of the com- 
pany and the complexity of our business 
make it essential that an officer of ex- 
perience and judgment devote full time 
to the study of our administrative and 
» operational techniques. Clyde Gay brings 
" tohis post a rare combination of knowl- 
- edge and experience in the field and 
home office, both in management and 
sales.” 

_Mr. Gay has been with the Hancock 
since 1942, when he was made 2nd vice- 
president in charge of group sales. In 
1944 he became manager of general 
agencies. In 1946 he was elected vice- 
president and in 1949 was appointed 
to the executive committee. Before 
joining John Hancock he was general 
agent for Aetna Life in Boston. 

Mr. Massey has been with John Han- 
cock’s general agency department since 
1936. He was formerly with L.I.A.M.A. 
and in 1949 was elected a 2nd_ vice- 
president. 

Mr. Vinsonhaler, before becoming 
general agent in Cincinnati in 1941, was 
an agency assistant at the home office. 
Previously the was a leading producer 
for John Hancock at Little Rock, Ark. 


LLA.M.A. to Issue Survey 
on Buying Habits 
The most comprehensive survey ever 


made of the characteristics of the life 
imsurance purchaser is now being com- 


GAY 


F. 


XUM 





pleted by L.I.A.M.A. research division 
The first section on the 1949 buyer will 
be published later this spring and will 
treat 19,368 adult ordinary policies is- 
sued in May, 1949, by 64 companies op- 
erating in the U.S. It will answer these 
questions: Who are insured? What did 
they buy? How did they buy? For 
whom did they buy? What happened 
after the application was made? 

The study will present a condensed 
version of the findings, with complete 
tables to be kept on file at headquarters. 
Another innovation is the preparation 
of the first section in loose-leaf form for 
additions. 

“Who are the insured” will include 
sex, age, marital status, income, occupa- 
tion and ownership of previous insur- 
ance. “What did they buy” will tell the 
percentage of sales which name primary 
and contingent beneficiaries and will 
also separate business insurance sales. 
The study will also follow the applica- 
tion to see if it was issued as applied 
for, was placed, or not taken. 

In 1942. the association published a 
similar survey which considered ordi- 
nary business sold by 52 companies. 


L.LA.M.A. to Move 


Directors have authorized L.I.A.M.A. 
to sign a lease for office space in a 


building to be constructed in Hartford 
this year. Because of present cramped 
quarters, the association has space in 
three buildings. The new building will 
be at Sigourney street and Asylum ave- 
nue, three blocks from the present ad- 
dress at 115 Broad street. 





Conn. Mutual Explanation Book 


A booklet, “How to Get the Most 
Out of Your Life Insurance Policy,” 
has been published by Connecticut Mu- 


tual which explains in non-technical 
language each provision of a _ policy. 
At the agent’s request, the company 


will send the booklet to people buying 
their first life insurance policy in Con- 
necticut Mutual. 


Connecticut General Life 
Raises 4 at Home Office 


Connecticut General Life has appoint- 
ed Miss Martina E. Doyle actuarial as- 
sistant, John F. Wyckoff supervisor 
mortality division actuarial department, 
Richard S., Crampton superintendent 
claim department and James H. Torrey 
senior securities analyst. 


Miss Doyle joined Connecticut Gen- 


eral in 1942. She is a fellow of the So- 
ciety of Actuaries. 

Mr. Wyckoff, before joining Connecti- 
cut General in 1945, was assistant pro- 
fessor of mathematics at Trinity Col- 
lege. 

Mr. Crampton joined the company in 
1936. In 1948 he was appointed exami- 
ner, claim department. He served in the 
last war. 

Mr. Torrey joined Connecticut Gen- 
eral in 1945, following naval service. 


Anthony J. Kearshes, who was in 
pension and actuarial work with Aetna 
Life for 16 years, has joined Manu- 
facturers Trust Co. of New York as a 
trust officer in its pension division. Re- 
cently he headed the pension depart- 
ment of the Teare agency of Con- 
tinental Assurance in New York City. 





The junior branch of the Actuaries 
Club of New York has elected to its 
program committee for the coming 
year Edwin B. Lancaster, Metropolitan 
Life; Ralph E. Traber, Equitable So- 
ciety; Maxwell A. Kunis, U. S. Life; 
Jack T. Kvernland, Prudential; and Ed- 
ward H. Sweetser, New York Life. 





Manhattan Life’s paid for business for 
the first quarter of 1950 was $9,399,610, 
an increase of 46% over last year. 








Nobody hits every time 





— but Provident Producers get to bat 


oftener .. with more chances to hit! 


LIFE INSURANCE®* . . All modern forms 

of Guaranteed Rate Ordinary from birth to 

Nn age 65. Substandard, Annuities, and T & P 
Disability Income ($10 monthly per $1,000) 

at combined with wide choice of Life plans. 


Ss 


A. and H. INSURANCE®*. . Every form of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 


Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 





HOSPITAL INSURANCE* 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. Hospital 
Room and Board, Miscellaneous Hospital 
Extras, Surgeon’s Fees and Medical Care. 


Issued on 


* All written on Group Plans.(minimum of 25 employees) 


PROVIDENT LIFE & ACCI 


and on special forms designed for Railroad Employees. 


DENT INSURANCE COMPANY 


CHATTANOOGA 
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Capital Sales Congress 
Gets Many Production Tips 


out that the percentage increase in sales 
in Washington, and particularly in 
Maryland, was substantially better than 
the nation-wide average. 





WASHINGTON—The Washington- 
Baltimore mid-centennial sales congress 
drew an attendance of more than 700. 

Favorable life insurance production 
figures, including an all-time high for 
March should not be discounted as just 
meaning that more term and other low- 
premium business is being sold, said E. 
J. Moorhead, executive vice-president of 
United States Life. 

“Premium income of the life com- 
panies is moving rapidly upward,” he 
said. “Industry figures show that for 
each $100 collected in the early months 
of 1949 by a representative group of 
companies, $105.70 is flowing in during 
the same period of 1950.” He pointed 


Business Insurance Cases 


Harry Schultz, Mutual Life, Chicago, 
outlined business insurance cases illus- 
trating typical situations. 

In the first, two stockholders owned 
$100,000 on each other’s life. This was 
inadequate but they didn’t want to buy 
any more because of the cost. To reduce 
the cost to the owners, the corporation 
purchased $100,000 on the life of each 
of the two stockholders. The original 
$100,000 policies were not disturbed. 
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GENERAL AMERICAN LIFE’S 
VISUAL SELLING AIDS 


If you can sell with words alone, you'll sell better and more quickly 
with words p/us pictures. Visual material in any form is a plus factor 
in your verbal sales presentations. Visual selling is to verbal selling 
what television is to radio. 


Messrs. Lowry, Barmettler, and Springer make full use of the company’s 
visual selling aids—especially the complete visual presentation booklets. 


It's one reason they repeat, “You're always in business with . 


» (Faartogd 
Sasiaat 


GENERAL AMERICAN Lire INSURANCE COMPANY: 


1] 
WALTER at LE he scecee 
SN 








SainT Lours 











STEADY GROWTH...Now Operating in Seven States 
1908 5,482 5,482 744,032 
1938 1,015,879 302,266 11,741,911 
1948 4,969,740 1,417,585 74,653,754 
1950 7,380,635 2,000,562 91,425,487 


Conscientiously and satisfactorily serving the people of Missouri, Illinois, lowa, 


Kansas, Kentucky, Arkansas, and Oklahoma since 1907. 


MISSOURI INSURANCE COMPANY 


705 CHESTNUT STREET ST. LOUIS 1, MISSOURI 








Under one trust agreement, which in- 
cluded the corporation and stockholder 
as parties, the provisions were made for 
complete sale of all the stock, in which 
one-half was purchased by the stock- 
holders and the other half by the cor- 
poration. Should one of the stockhold- 
ers die, half the stock would be bought 
by the surviving stockholder and the 
other half by the corporation as treasury 
stock. 

In another case, the sale of the de- 
cedent’s interest was not made manda- 
tory but was left optional for a year at 
a stipulated value. This was done be- 
cause one of the partners felt it was 
possible that his widow might want to 
use her judgment as to putting future 
sons-in-law into the business. 


First Words Are Crucial 


Ralph G. Engelsman, general agent 
of Penn Mutual in New York City, said 
that after 31 years in the business he 
had come to belive that the first thing 
you say to a man makes the difference 
whether you get an interviey or not, 
for the important thing is to get him 
to say, “Come in,” or “Sit down,” or 
the like. Usually something as simple 
as “I’d like to talk to you about your 
son, Bob,” will do it. 

Mr. Engelsman said it’s not impor- 
tant whether the opening statement is 
completely relevant to what the agent 
is ultimately going to talk about. The 
main thing is to get a chance to talk. 
He also urged simplicity. 

“T believe that unless you can tell 
your story in such simple terms that a 
10 year old boy can understand them, 
you don’t understand them yourself,” 
he declared. 


Isgrig Uses Picture — 


Glenn W. Isgrig, manager of Reliance 
Life at Cincinnati, told how he sells re- 
tirement insurance with picture appeal. 
He compared the premium load for a 
retirement insurance policy to carrying 
a marble, if bought when the policy- 
holder is young. If a man buys later, 
it will be the size of a baseball and later 
still the size of a basketball, and finally 
it is an iron ball, bolted to the floor be- 
cause it is too heavy to carry. 

Other speakers were William J. Mc- 
Causland, president of the District of 
Columbia association, and Roderick 
Pirnie, general agent of Massachusetts 
Mutual Life at Providence. 


Announce Program 
for Wis. Meeting 


OSHKOSH, WIS.—The program for 
the annual meeting and sales congress of 
Wisconsin Assn. of Life Underwriters 
here May 12-13 has been announced. 
The Fox River Valley association, head- 
ed by W. B. Bellack, Lincoln National, 
Appleton, is host. Edward C. Schroder, 
New York Life, Appleton, state director, 
is convention chairman and Erbin Har- 
enburg, Northwestern Mutual, Oshkosh, 
co-chairman. 

The business meeting will be held the 
morning of May 12 with Frank G. Mc- 
Namara, Old Line Life, Waukesha, 
president, as chairman. At noon a 
C.L.U. luncheon will be held. Ernest 
Metz, assistant agency director Wiscon- 
sin National Life, will speak on “Where 
Do We Go From Here.” A tour of the 
home office of Wisconsin National also 
is scheduled. 

Sales congress speakers are Judd C. 
Benson, president of N.A.L.U.; R. P. 
Boardman, president Wisconsin Na- 
tional, on “The Life Insurance Agent 
as a Trustee of Free Enterprise,” and 
Rudolf Leitman, New York Life, De- 
troit, Million Dollar Round Table mem- 
ber for four years, “Debunking the Mil- 
lion Dollar Producer.” 

At the banquet A. J. Nussbaum, Mas- 
sachusetts Mutual, Milwaukee, state ad- 
ministrative vice-president, will in- 
troduce the new officers and directors. 
William E. Skadden, recently executive 
secretary Illinois Welfare Assn., wil 
speak on “Future Unlimited.” 

Later that evening, a“bull” session will 








—= 


hear H. R. Buckman, Old Line Lif 
Milwaukee, as discussion leader of 
“Business Insurance,” and Eugene 
Ebersol, Milwaukee, Lincoln Natio 
Life, on “Programming.” Wisconsig 
Leaders Club also will meet, with Har 
old R. Noer, Wisconsin Life, Madison, 
presiding. 

Speakers Saturday, with Mr. McNa. 
mara presiding, will be Earl G. Schwalm, 
trust officer Lincoln National Bank & 
Trust Co., Fort Wayne, Ind., on “How 
Much Death Tax Should Be Paid’. 
Robert I. Mehr, University of Illinois 
explaining “The Film Strip Series for 
Life Insurance Education in High 
Schools,” and James L. Miller, R. & R 
Service, “The Importance of Proper 
Agreements in Business Life Insurance’ 

Wisconsin Life Managers & General 
Agents Assn. will meet Thursday night 
Clarence C. Klocksin, legislative counse| 
Northwestern Mutual Life, will discuss) 
the current life insurance picture with 
respect to legislation and economic cop. 
ditions and the possible effects on the 
future outlook. 


Ordinary Leaders Have Rally 


Commonwealth Life is holding its 
annual national convention for ordinary 
leaders at Louisville this week. 

Speakers include Arthur F. Priebe, 
Penn Mutual Life, Rockford, IIl.; ; Lewis 
W. S. Chapman, director of company 
relations L.I.A.M.A.; Homer D. Parker, 
director of industrial agencies, and 
Stephen F. J. Trabue, director of train. 
ing and public relations, both of Com: 
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Resumes Sale of Income Disability }°" | — 
Manufacturers Life is resuming the counsel; A 
sale of income disability in the United. L. Sl 
States after an absence of 18 years. Walsh, ass 
Coverage provides for waiver of pre(§simpson, a 
mium and a monthly income of $10 per™\Woods, pr 
$1,000 to the maturity date of the policy, BT ife, exten 


missioner 


List Spe: 
Annual | 


or to the policy anniversary nearest age 
60, whichever is earlier. In order to 
qualify for monthly disability income, 
disability must commence before age 
55. Eligible are male lives at ages 15 to 
50 and qualified female lives at age 15 











to 45. Minimum policy to which the Complete 
benefit can be added will be $2,500. meeting an 
Assn. of L 
Honor Carroll Agency Leaders May “1? ” 
M. A. Carroll, central Wisconsin gen- — Li 
eral agent of Northwestern Mutual The busi 
Life, was host to 100 agents from the mt te hel 
22-county area for a sales meeting and Pe a 
a dinner at Oshkosh at which 1949 Tabl - hole 
leaders in the agency were honored -? “a a 

Speakers from the home office included f Sha kN, 
Laflin C, Jones and Roe Walker, assist- RS Fogg 
ant directors of agencies, and William] wo a 
B. Minehan, assistant secretary, ac- onan ra 
companied by Dr. Paul J. Mundie, in- — on . 
dustrial psychologist. ‘Also at 6 
open to all 
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ine Lif magic, and Glenn W. Isgrig, Reliance president of Cache Valley Bankin Co., igns; 

ader oy income Tax Is Life, Cincinnati. “Let’s Put on a Good talked on the cost pos size of the J. H. Greene Resi —" Wrote 

ugene CB, « Show.” government. He called life insurance a Million-Dollar Policy 

Nation D1g Topic at major and fundamental arch to the : 

Visconsig Rob Joi age national economy, showing the progress John H. Greene, Little Rock, Arkan- 

ith Harley L C Re ional obertson Joins Milliman made by life companies in the past 30 SaS general agent for Washington Na- 

Madison ff deduc\ve g Stuart Robertson, formerly actuary years. tionaal, has resigned as of April 30. Mr. 
cs : for Northwestern Life, has joined the Greene started in life insurance in 1924 

- McNa. Principal topic at the Chattanooga staff of Wendell Milliman, Seattle con- in Hope, Ark., with Mutual Life, mov- 

Schwalmigneeting of the American Life Conven- sulting actuary. : ing to Little Rock in 1927. He will 















ion was the federal income taxation of 
ife companies, which occupied all of 
he first morning. : . 
There followed discussions of the out- 
look for investments and interest rates 
in the foreseeable future, the modern- 
izing of premium receipts procedure, 
ind the present status of proposed 
hanges in the method of valuing se- 
urities. ‘ : 
Agency problems and questions of 
home office management proved to be 
Ttopics of widespread interest and con- 
ern and evoked lively discussion. 
Other topics considered were the fed- 
eral wage and hour law, federal social 
security, state premium and local taxes 
and the photographic reproduction of 
records as evidence model act. 
Those present were guests of Inter- 
state Life & Accident, Provident Life 
& Accident and Volunteer State Life at 
a reception and dinner on top of Look- 
Priebe Mout Mountain. ; 
; Lewis Heading the committee of Chatta- 
om pany fenooga life executives in charge ot local 
Parker, @arrangements was Whitlow B. Wallace, 
s, and@secretary of Volunteer State Life. } 
f train. S. J. Hay, president of A.L.C. and of 
Com-@Great National, conducted the sessions. 
A.L.C. headquarters officers attend- 
ing included Robert L. Hogg, execu- 
ability tive vice-president and general council; 
Ralph H. Kastner, associate general 
ng theM@ counsel; Alfred N. Guertin, actuary, 
United Ww. L. Shield, counsel, William J. 
TS, Walsh, assistant attorney and W. K. 
of pre- Simpson, assistant attorney. Cecil 
10 per Woods, president of Volunteer State 
policy, Life, extended greetings, as did Com- 
St age missioner Allen of Tennessee. 
der to 
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). meeting and sales congress of Kansas 
Assn. of Life Underwriters at Salina 
rs May 12-13 has been announced by 
General Chairman Elliott Belden, 

fi eeal Franklin Life, Salina. ? ! 
m the The business meeting and election 
aul will be held the afternoon of May 12. 
‘a At 6 p. m. the Kansas Leaders’ Round 
nored Table holds its semi-annual dinner 


Iuded @ meeting in charge of Chairman Albert 
® Shank, New York Life, Liberal. Horace 


issist 5 : 4 2 

‘liam R. Smith, assistant superintendent of 
ace agencies of Connecticut Mutual, will 

e. ing speak on “Leadership Price Tags.” 

’ 


Also at 6 p. m. will be a “Fun Frolic,” 
open to all who are not attending the 
—— ff Leaders Round Table dinner. This re- 

places the former general agents and 
managers dinner. J. O. Kershner, Amer- 
ES ican National, is general chairman. 
Horace Smith Opening Speaker 
Opening speaker of the sales con- 
gress May 13 is Horace R. Smith on 
“= “It Takes a Light Touch.” The 1950 
case study award will be presented by 
Harry Bouck, associate editor of In- 
surance Magazine. The closing morning 
feature is a five-star panel on “Pros- 
pecting, Approaches and Closing,” with 
Kenneth G. Fitch, New York Life, life 
and qualifying member of the Million 
Dollar Round Table, as leader. Others 
on the panel are Maurice R. Coulson, 
Penn Mutual, Wichita; E. Ned Embry, 
Equitable Society manager, Wichita; 
August Epp, Penn Mutual, Newton, and 
Clarence R. Evans, New York Life, 
Wichita. The panel is furnished by the 
Kansas Leaders’ Round Table, the five 
members having an average annual pro- 
duction of more than $3 million. It will 
be followed by a question and answer 
Period on “those perplexing problems 
Which confront every life underwriter.” 
Afternoon speakers are C. Brainerd 
Matheney, Fidelity Mutual, Pittsburgh 
on “The Magic of Life Insurance,” with 





















_ The Milliman organization is the only 
independent firm of consulting actuaries 


Holds Two Mich. Regionals 


The Michigan agency force of Wis- under the name of John H. Greene Co. 


open an insurance brokerage business 


in the Pacific Northwest. The addition consin National Life held two regional at 823 Boyle building, Little Rock. Mr. 
of Mr. Robertson will facilitate handling meetings at Grand Rapids and Flint Greene is the man who wrote the mil- 
of expanded volume arising as a result with M. S. Kirkpatrick, Michigan su- lion-dollar policy on Dr. George Ben- 
of increased interest in pension and perintendent of agents, presiding. son, president of Harding College at 


group welfare plans. 


Home office officials attending were W. Searcy, Ark., a feat which won him 


Mr. Robertson, an associate of the Mead Stillman, vice-president and gen- Widespread publicity. 


Society of Actuaries, was with Great eral counsel; J. W. Merritt, agency di- 





Northwest Life from 1937 until 1947, rector; Al Senderhauf and E. H. Metz, 


as secretary-treasurer and head of all assistant agency directors; Dr. E. B. 
actuarial functions. He then joined the Williams, 


Presbyterian Ministers Fund has in- 


chief medical examiner; G. troduced family income riders for 


actuarial department of Northern Life E. Harthun, manager life department, periods of 10, 15 and 20 years with pre- 


of Seattle. 


Utah Meeting at Ogden 


Ogden members of Utah Life Man- 


John D. Wagner, agency assistant of 
agers Assn., with David Peterson, Bene- Aetna Life, has been appointed a su- 
ficial Life, as chairman, were hosts to pervisor in the J. S. Smith agency at Miss Louise 


and Sam Beazley, manager of the A. & miums payable for 8, 12 and 16 years 
H. department. 


respectively. These riders will be issued 
in connection with ordinary life, mini- 
mum _ $2,500, 








Good work habits were outlined by 
Newman, personnel di- 


the April meeting at Ogden. Several ex- Houston. Mr. Wagner has been an in- rector Northwestern Mutual Life, in ad- 
ecutives of Utah life companies were structor in the home office schools. Be- dressing the Waukesha, Wis., high 


guests. 


fore going to Hartford, he was an Aetna school chapter of Future Business Lead- 
Frederick P. Champ, Logan, Utah, Life agent at Oklahoma City. 


ers of America. 





something better. 


Dollar Guide — 


HOME OFFICE 
NEWARK, N. J. 








Which he includes professional feats of 





Good Enough for Grandfather ... 


Fortunately, what was good enough for these folks back in 1875, when The Pruden- 
tial was founded, wasn’t good enough for us. Through the years electric lights, auto- 
mobiles, telephones, a thousand other things, were developed because we wanted 


In life insurance selling, too, there’ve been some changes made. The old ways aren't 
good enough today. Thanks to The Prudential’s copyrighted Dollar Guide, our rep- 
resentatives are now helping folks see their life insurance needs in a new light. The 


e helps a man to estimate for himself the dollar-and-cents future needs 
of his family, 


¢ helps him see the gap between what he has and what he needs, 


¢ helps show him how that gap can best be filled. 


The Dollar Guide is just another example of Prudential progress — proof that only 
the best in selling equipment is good enough for Prudential representatives, 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 
WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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Companies Speak Up in Annual Reports 


A survey of life company 1949 annual 
reports to policyholders shows a new 
and majority trend to discuss national 
problems with policyholders. For the 
most part these problems heretofore 
have been considered too controversial 
for mention in annual reports. 

This educational effort is in the en- 
lightened self-interest of the policyhold- 
er as well as of life companies. The pub- 
lic is conditioned to hearing and read- 
ing the views of all parties to a public 
controversy. A policyholder might well 
assume that there is no danger if his 
life company by default does not warn 
him of the dangers to which inflation 
subjects his policy. More than likely 
he does not know that his life insurance 
is affected. But the public is being told 
by politicians that various social schemes 
are highly desirable. They are not be- 
ing told how much they cost. Govern- 
ment is today usurping in many areas the 
job of providing security which belongs 


to the life companies. The government 
story is being told. It is only logical 
that the life companies use their annual 
report as one medium of getting across 
their message. Frequently the annual 
report is the only contact between poli- 
cyholder and company. It should be 
utilized. 

Companies of course avoid, as they 
should, political considerations in their 
annual reports. Life company execu- 
tives realize that when an_ individual 
buys a policy, he is not handing over 
to the company a proxy to do his voting 
for him. But economic truths are not 
political. A life company can provide 
policyholders with the facts. If that is 
done and more persons are alerted to 
the dangers surrounding them the na- 
tion has that many more chances to get 
itself back on the track to thrift, con- 
servation and the knowledge that some- 
one pays for everything the government 
does. 


Case of the H. S. and College Graduates 


A company president commented to 
another company president not long 
ago that he faced a peculiar problem in 
his organization. After the war the 
company made a concerted and what it 
thought was intelligent effort to fill the 
ranks with likely young men because of 
the gap created in the ranks by re- 
duced recruiting in the depression and 
shortage of manpower in the war. 
Recognizing the need for men of caliber 
who could develop into supervisory and 
executive positions, the concentration 
was on college graduates. 

Today many of the college graduates 
are discontented. They want to move 
along more rapidly than the insurance 
structure will allow. Their income is not 
increasing rapidly enough to suit them, 
and their desire is to assume positions 
of increased responsibility faster than 
they are ready for them or more rap- 
idly than these positions become avail- 
able. 

There is no doubt about the need for 
men of caliber, but the question this 
executive asks is whether the life in- 
surance business is constituted to ab- 
sorb a high percentage of college men 
at the present time. 

One answer is suggested by the head 
of another company who has made a 
study of the matter. At one time he 
took a survey of the entire executive 
personnel of an insurance organization, 
from key men up. He concluded that 


succeeded better than college graduates. 
This does not mean that he is opposed 
to college graduates in insurance. 

However, he is not at all convinced 
it is desirable for an insurer to concen- 
trate on college graduates. On the con- 
trary, there are many positions in which 
practical apprenticeship in some of the 
more mundane aspects of the business 
is highly desirable. One objection that 
college graduates have to insurance is 
that they must devote themselves for 
so long to a vast amount of monotonous 
detail, before advancement to another 
position. A great deal of knowledge, 
much more than we are apt to realize, 
can be picked up by young men, high 
school graduates, who are given two or 
three or four years’ circulation through 
the routine and clerical departments. 
After such an experience, he is much 
better able to grasp the knowledge 
which he gains either from private study 
or through on the job training. 

With the.development of the L.O.M.A 
movement and the other educational 
activities going on in the business, this 
president believes more and more it 
will be possible for the business to pro- 
vide within its own walls the higher 
education necessary to fit a man for 
the higher ranks. He is putting these 
ideas into effect in his own organiza- 
tion. 

Education is formal schooling or its 
equivalent. The farther away the man 


value it has for him, the less important 
it is as a standard of measure for pro- 
motion. For example, of two men, 
each 22, applying for a job, one with 
and one without a college education, 
the college man usually will be selected. 
Ten years later, if both have been hired 
and both are still at about the same 
level, there are many other things be- 
sides original formal education at 
which the executive would have to look 


in deciding which is to get a promotio, 
These things are informal educatig, 
obtained in spare time; performan 
on the job; ability with people; appex 
ance; ability to solve problems; at 
tude toward the company; financial ap 
emotional stability. These added up a 
not likely to come out even, and ; 
the interim the non-college man has th 
chance to catch up with and pass }; 
rival. 


Fewer Big Lobbies in Future 


In the construction of company office 
buildings, home or branch, in the future 
it is doubtful if there will be as much 
money and space devoted to lobbies, 
so many of which depress the visitor 
by their magnificent coldness. The 
trend, induced to a considerable extent 
by the advice of engineers and: layout 
experts in this field, is toward maximum 
utilization of space and an _ entrance 
that is somewhat smaller, more efficient, 


and definitely more human. The accep 
today is on good lighting, air condi 
tioning, proper location for reasonabj 
economy and future needs. a 

In some cases remodelings have Te 
sulted in conversion of exceptionally 
large lobbies into usable office spac 
It is interesting to note that historical} 
the lobby was the marshaling plac 
where the feudal lord assembled hi 
fighters to protect the castle. 











PERSONAL SIDE OF THE BUSINESS 





A. C. Vanselow, assistant secretary 
of Franklin Life, has been elected presi- 
dent of the Springfield-Decatur chapter 
of National Office Management Assn. 


Edmund P. Tobin, vice-president of 
Union Labor Life, recently returned 
from a three weeks’ vacation cruise 
in the Caribbean. 

Peter T. Allen, Buffalo general agent 
of Northwestern Mutual Life, has been 
elected a director of the reorganized 
International Railway Co. of Buffalo. 

Clarence Oshin, manager for Home 
Life, has been named chairman of the 
life insurance division of the United 
Jewish Appeal of Greater New York 
for the second straight year. Many other 
life insurance men are working with him. 

Clancy D. Connell, New York City 
general agent for Provident Mutual, 
celebrated his 30th anniversary with the 
company Wednesday. He is past presi- 
dent of the New York City, New York 
state, and National associations of life 
underwriters. 

Thomas C. Morrill, director of re- 
search of the State Farm companies of 
Illinois, will be tendered a dinner at 
New York City May 8 by his former 
associates in the New York department. 
Until recently he was deputy superin- 
tendent there. 

Defeating players from Nevada, Utah, 
Idaho, and California, Maurice M. Ged- 
ance, Nortwestern Mutual, Las Vegas, 
Nev., took top honors in the chess tour- 
nament for the 1950 Nevada champion- 
ship. He is a former Pennsylvania 
champion. 

Lyman E. King, educational director 
of Republic National Life, Dallas, a 
former president of Kansas Life Under- 
writers Assn. when he was Topeka gen- 
eral agent of New England Mutual, has 
been seriously ill in a Dallas hospital 
the past month. While he is now re- 
cuperating at his country home near 


his appearance on the Kansas sales cor 
gress program May 13 at Salina at hi 
doctor’s request. 

Agents R. Barron Munnerlyn an 
Frank W. Munnerlyn were honored g 
a dinner given to them and their as 
ciates by William T. Nichols, Jr., ger 
eral agent at Charlotte for Penn Mutud 
Life. It was a double celebration bein 
the 25th anniversary of Barron Mu. 

nerlyn and the 15th for Frank. Vice 
president -Eric G. Johnson spoke i 
tribute to them. 








Sellout for Ilinois 
Federation’s Lunchean 


L. D. Cavanaugh, president of Fei. 
eral Life, and president of the Insur 
ance Federation of Illinois, has re 
turned from a Hawaiian vacation to 
find that the annual luncheon of the 
federation scheduled for April 28, is 
sell-out. Speaker at the luncheon wil 
be Governor Stevenson of Illinois. 














Pension Plans Leave Mark 
on Insurance, Diemand Says 


PHILADELPHIA—The current agi- 
tation for pension plans in industry ha 
left its mark on the insurance business, 
John A. Diemand, president of Norti 
America, told the Bond Club here. 

Mr. Diemand predicted that pension 
plans in insurance are inevitable anif 
“this fact should be taken into consid" 
eration in evaluating the surplus of any 
insurance company. 

“The past service liability of any 0 
the large competitive companies will be 
tremendous,” he said, “and if suc 
funds are set up and trusteed, the sut- 
pluses will be somewhat depleted ant 
naturally the capacity to write volum 




















in general high school graduates had gets from formal schooling, the less Keller, Tex., Mr. King has cancelled will be somewhat impaired.” ; 
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Prosperity: Sees No Debacle Ahead 


@ 
Home office offi- 


cials who spoke at 
the Provident Mu- 
tual general agents 
association meeting 
at White Sulphur 
Springs were, left to 
right, James H. 
Cowles, agency vice- 
president; M. Albert 
Linton, president, 


and Joe B. Long, 
manager of agencies. - 
Immediate business prospects are 


good, said President M. Albert Linton 
of the Provident Mutual at a meeting 


of the company’s general agents at 
White Sulphur Springs. Factors re- 


sponsible include the high rate of con- 
struction, both public and private, and 
marked activity in the automotive and 
television industries. Mr. Linton further 
observed that increases in wages and 
pension costs are leading to greater 
mechanization of industry, requiring 
continuous capital investment. Consum- 
er buying power is remaining high. 

The long-term business outlook, ac- 
cording to Mr. Linton, depends on gov- 
ernmental policies. Continued excessive 
governmental expenditures, deficit 
financing, deadening taxation, and arti- 
ficial price supports in time will certain- 
ly darken the picture, he believes. 

However, he does not foresee any- 
thing like the 1929 collapse on the hori- 
zon because conditions now and in 1929 
are different at many crucial points. 
Private debts are now only about 85% 
of national income. In 1929, they were 
almost twice the level of national in- 
come. In 1929, farm debt exceeded to- 
tal farm income; today it is about one- 
fifth of farm income. Mortgage debt of 
corporations and individuals is now only 
half as great in relation to income as in 
1929. 


No Speculative Spree 


“Furthermore, we are not now in the 
midst of a speculative spree as in 1929,” 
Mr. Linton said, as he pointed out that 
excessive expansion of credit was the 
primary cause of the 1929 collapse. To- 
day credit is far from being over-ex- 
tended, and ample credit is available at 
low rates of interest. In addition, the 
money supply is more stable than in 
1929, since it rests largely upon govern- 
ment bonds held by the banks. 





YOUR OWN 
GENERAL AGENCY 


A unique and rarely occurring op- 
portunity now exists in the agency 
organization of this N. Y. Company. 
If you qualify you will be aided in 
the establishment of your own general 
agency. Your income will be limited 
enly by your ability. 


We are particularly interested in 
opening agencies in these New York 
cities: 


Ithaca Buffalo 
Newburgh Kingston 
Utica Syracuse 


If you feel you are general agency 
material it will pay you to call or 
write for a convenient interview. Your 
confidence will be rigidly respected. 
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The money supply today is not based 
on a large volume of loans subject to 


call, as in 1929. It was the calling of 
loans in 1929-1930 that produced finan- 
cial chaos and a tremendous decline in 
business. This, in turn, resulted in a 
great increase in unemployment, culmi- 
nating in a vicious deflation spiral. 

The public psychology in 1929 was 
also conducive to a break, Mr. Linton 
pointed out. The long boom of the 
twenties led to the belief that the prob- 
lem of perpetual prosperity had been 
solved and that a new era had been 
entered. The length of the boom and 
the relatively steady price level were 
misleading. Consequently, because the 
business world had come to accept the 
new era philosophy the psychological ef- 
fect of the break was tremendous. Mass 
unemployment, falling incomes, and po- 
litical upheaval were the result. “The 
adoption of many false economic prin- 
ciples followed, and from these we are 
still suffering,” said Mr. Linton. 


Six Panel Sessions 


Emphasis was on fundamentals of the 
agency-building job which was discussed 
at six panels. Panel leaders and sub- 
jects were Lewis C. Sprague, New York 
City, “How to Find the New Man”; Ro- 
land D. Benscoter, Detroit, “How to 
Pick the New Man”; Mr. Sprague, 
“How to Present the Job”; J. Henry 
Hooper, Baltimore-Washington, “How 
the New Man Is Financed”; George P. 
Shoemaker, New York City, “How 
to Supervise the Veteran Agent.” 

S. Rains Wallace, L.I.A.M.A. director 
of research, took part in a consulting 
capacity in the panels. . 

Officers of the general agents’ associ- 
ation elected for the coming year are 
W. Henry Blohm, Cincinnati, president; 
Lewis C. Sprague, New York City, vice- 
president, and Lucien A. Hauslein, Phil- 
adelphia, secretary-treasurer. 


DEATHS — 


HARRY S. HASKINS, 72, retired 
Iowa state agent for John Hancock, 
died at his home in Des Moines follow- 
ing a long illness. He had retired from 
the company in 1946 after being with 
the company 34 years. He was a past 
president of the Des Moines Life Un- 
derwriters Assn. and the Des Moines 
General Agents and Managers Club. 


MRS. CAROLINE E. BECKER, 
who died unexpectedly at her home at 
Springfield, Ill, was the mother of 
Charles E. Becker, president of Frank- 
lin Life, Paul Becker, agency secretary 
of Franklin Life, and Mrs. Grace Marie 
Bridgman, whose husband, Hollis L. 
Bridgman, is vice-president of Frank- 
lin Life at San Antonio. Mrs. Becker’s 
husband, who died about 30 years ago 
was a lawyer, newspaper man and state 
senator in Oklahoma. In Springfield 
Mrs. Becker was active in Christian Sci- 
ence work and until her death taught 
a Sunday school class as well as a 
Braille class for the blind. Mrs. Becker 
was born at West Branch, Ia., and was 
a classmate of Herbert Hoover. She was 
a graduate of University of Iowa. 


Canadian life insurance consultant, 
JOHN SHAW MacPHERSON, 54, died 














suddenly while addressing a group of 
agents in the Sun Life building in 
Toronto. 

ELBRIDGE G. COLES, 50, district 
manager for the Farm Bureau insurance 
companies at Chatham, Va., died in a 
hospital at Danville, Va., from a heart 
attack. 

FRANK J. POORE, Hoisington, Kan., 
local agent and manager of Capitol Life, 
died there. 

FRED W. CLORMAN, assistant mana- 
ger of Prudential at Hartford, died there. 


— OBSERVATIONS. 


Reason for Blind Ads 


Company opinion varies about blind 











advertisements for recruiting agents 
which do not mention life insurance. 
Some think it is subterfuge not to 


mention that life insurance is involved. 
Others say it is necessary and produces 
better results because of the confidential 
negotiations involved. Some newspapers 
will not run recruiting advertisements 
for a life agent in any place except the 
section called “Salesmen Wanted.” This 
brings inquiries from men who sell tang- 
ibles representing anything from pots 
and pans to electric appliances who 
merely want another line to represent 
and are not interested in a career selling 
job in life insurance. The blind ad is 
useful in screening these people out. 





Wants Mature Recruits 


An assistant superintendent of agencies 
who interviews about 250 prospective 
agents annually says that he is willing 
to vary his company’s attitude of recruit- 
ing older men if the younger man’s 
viewpoint and business outlook are ma- 
ture. Six months ago he put on a new 
man who’had graduated from college 
three weeks earlier and his production 
so far has been very successful. 
of it has come from sources that he did 


Half 


not know of before he became an agent. 

Recruiters are usually skeptical of 
younger men. Simple questions like 
“How much do you think the monthly 
payments would be to amortize a mort- 
gage of $10,000 on a home?,” or, “How 
much money does it take to support a 
wife and two children?” may produce 
answers that are ’way out of line. Ques- 
tions like these indicate whether the 
younger man may be able to sell insur- 
ance. No matter how many people they 
know, if they are oblivous to economic 
facts, this recruiter won’t take them on. 


Complaints About Doctors 


Agents in some areas are inclined to 
become annoyed with the practices oi 
certain medical examiners. Young doc- 
tors are especially interested in being 
appointed by a life company as an ex- 
amining physician. It brings people to 
their offices and is of help in building 
up a clientele for the doctor. After they 
become established, however, particular- 
ly since the war, the $5 or $7.50 fee has 
been looked down upon by some doc- 
tors. They break examination appoint- 
ments and agents have lost sales. Some 
companies are not happy about the qua!l- 
ity of the rather hasty medical given 
by some doctors. This is one factor, 
though not a major one, in the trend 
to more non-medical writing. 


Promptness Pays Dividends 


Associations that develop the ability 
to start and end a noon business meet- 
ing at specified hours find that their 
meetings, so long as the programs are 
good, have a persistently good turnout. 
Meetings where the “boys” loiter over 
their drinks are always late starting 
and ending. This puts a big hole in a 
producer’s afternoon. After a couple o! 
experiences like this he finds something 
else to do on the day the meeting is 
scheduled. 


COMPLETE PERSONAL INSURANCE COVERAGE 


“REGISTERED 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, Presidenr 


HOME OFFICE 


DALLAS, TEXAS 


Life insurance in force exceeds $293,613,625 
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ACCIDENT AND HEALTH 


Utah A. & H. Sales Congress Raymond R. Ross, Equitable L. & C., 


vice-president, conducted the three ses- 





Held at Salt Lake City sions. — : 
Lewis T. Ellsworth, vice-president 
SALT LAKE CITY—Utah A. & H. Utah Commercial Travelers, speaking 


on “The Do’s and Don'ts of Selling,” 
said: “Don’t try to educate your pros- 
pect, but do try to motivate him by 
telling him what the policy will do for 


Club held a one-day sales congress here 
with about 125 in attendance, President 
Leo R. Porter, Columbian National, pre- 
sided, and gave the address of welcome. 


7 
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A WELL-BALANCED COMPANY 
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«...at the balance 


eee we may compute” 
ROBERT BURNS 


\ Striking a balance to 
determine the true 
picture of a Life Insurance 
Institution requires the 
appraisal of many 
factors each in relation to the other. 






Past achievement, present progress and 
future nepeeneres are among the points 
or consideration. 


Such careful computation will 
reveal that in every respect Fidelity 
is a well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA » PENNSYLVANIA 








him by way of solving his problems, and 
how it has solved other people’s prob- 
lems. Don’t be afraid to ask the pros- 
pect to buy, and do try for a close, 
soon and often.” E. F. Peithman, Se- 
attle, vice-president Olympic National 
Life, said: “The future of the A. & H. 
business rests in our hands, and if we 
do the job as it should be done, there is 
no need for socialized medicine.” 

At the luncheon Dr. Adam S. Ben- 
nion, vice-president Utah Power & 
Light Co., stressed the importance of 
making the American people aware of 
“creeping socialism.” 

Afternoon speakers were R. Kent 
Fielding, Security Life & Accident, on 
“Why I Got into the A. & H. Busi- 
ness”; Willard Humphreys, Phoenix, 
Ariz., vice-president and sales director 
Beneficial Commercial Benefit, “Why I 
Like the A. & H. Business”; Theodore 
J. Alexander, Salt Lake, assistant serv- 
ice manager Mutual Benefit H. & A., 
“Hospital Insurance,” and Lyman C. 
Baldwin, superintendent of agencies of 
Security L. & A., who declared the 
“biggest job that sales managers and 
salesmen have is to sell themselves 
daily on themselves and their jobs.” 





A. & H. Saturation Point Not 
Near, Iowans Are Told 


There is no reason for pessimism in 
regard to the future of A. & H. business, 
Clayton F. Lundquist of McCormick, 
Beatty, Lamb & Fergus, new president 
of the Chicago A. & H. Assn. declared 
at the A. & H. sales congress sponsored 
by the Des Moines association. He said 
that business looks good. “We will un- 
doubtedly change the type of contracts, 
change our sales talks and our prospect- 
ing methods, but the A. & H. business 
will continue to grow. 












A friendly agency 
minded Company 






whose 50 years of . 
progress has been 







built on service. 





ATLANTIC LIFE 


INSURANCE COMPANY 








Richmond. Virginia 











Referring to the pessimists’ sug- 


| gestions that because of present national 


trends, state compulsory disability laws 
and union demands the ‘business has 
reached the saturation point, he cited 
the feeling often expressed after the 
passage of the social security act, that 
no more life insurance could be written. 
As a matter of fact, more life insur- 
ance has been written since that time 
than before. 


States Provide only Minimum 


Compulsory disability as set up by 
most states, he said, provides for a 
minimum of A, & H. benefits and in 
one instance limited hospitalization. 

For the most part, the benefits pro- 
vided are adequate for the marginal 
worker, but do not provide security for 
the man with a family. “Today we can 
provide coverage for the individual that 
takes up where the compulsory dis- 
ability program leaves off, both as to 
time and as to amount.” 

Most of the state plans provide for 
disability for 26 weeks. He predicted 
that shortly most coMpanies will ‘be 
offering A. & H. programs to begin 
at the end of the 26 weeks, continuing 
for life-time under accident and, in some 
instances, under health insurance. The 
state programs have in many instances 
a maximum of $26 a week. With our 
present inflated dollar and the ever in- 
creasing wages requested by unions, 
that is the very minimum, and additional 
coverages must be bought by the in- 
dividual to keep up his living standard 
for himself and his family in the event 
of disability. 

He took up at some length the 
reasons why accident and health is a 
valuable line for the producer, declaring 
that it means direct profitable commis- 
sion, that it is invaluable as a contact 
line, that it is a heaven-sent opportunity 
for service, and that no representative 
of any company who has built a worth- 
while A. & H. account has ever failed 
in the business through normal causes 
of failure. 

Claude V. Cochran, General American 
Life, Kansas City, spoke on “Accident 
Insurance—the Point of View” and O. 
K. Johnson, Business Men’s Assurance, 
Omaha, on “Threat of Socialized Medi- 
cine Creates New Sales Technique.” | 

The congress was regarded as emi- 


nently successful, with more than 109 
in attendance. D. W. Peterson, Mutua! 
Benefit Health & Accident, association 
president, welcomed those in attendance 
and Commissioner Alexander of Iowa 
extended greetings at the luncheon 
which opened the congress. 


Outline Plans for 
H. & A. Conference 
Annual Meeting 


To be held in New York City for 
the first time since 1907, the annual 
meeting of H. & A. Underwriters Con. 
ference at the Hotel Statler on June 
5-7 is expected to draw a record crowd, 
Paul G. Garey, Commercial Casualty, 
is convention chairman. 

Top flight speakers in the fields of 
insurance and industry are being se. 
sured to lead discussions on the newest 
developments and _ problems in _ the 
A. & H. business. The opening day 
session will feature speeches on agency 
management, social security and _ in- 
surance questions confronting large in- 
dustrial corporations today. In addition, 
there will be the address of the con- 





ference president, F. L. Harrington, 
Massachusetts Protective, as well as the 
annual reports of the conference 


executive staff. 

Tuesday morning will be given over 
to a discussion of cash sickness while 
the afternoon program will feature ses- 
sions on underwriting, hospital insur- 
ance and blanket medical reimburse- 
ment coverages. A_ specialist in sales 
administration is slated to address the 
Tuesday luncheon. 

An address by a well-known public 
official will open the Wednesday morn- 
ing program, An executive session for 
nomination and election of officers and 
the transaction of other official business 
closes the meeting. 

Entertainment for the meeting in- 
cludes a boat trip around New York 
harbor for the ladies, and the banquet 
Tuesday evening. 


Train Inspectors on Tact 
to Avoid Hurting Sale 


Credit company inspectors are trained 
to believe that & H. coverage is 
sold only after much diligent and per- 
sistent work on the part of producers 
and that they must do nothing to up- 
set or irritate the applicant and en- 
danger the sale, James J. Wilson, divi- 
sional sales manager of Hooper-Holmes 
Bureau, told the New York City Assn. 
of A. & H. Underwriters. He admitted 
that the quality of some inspectors had 
slipped during the war when manpower 
was short and that new inspectors taken 
on after the war who had experience 
in military service were somewhat too 
abrupt for civilian inspection methods. 
However, he said, that problem has 


better trained. 

The eight points an inspector checks 
are identification, occupation and duties, 
finances, standing, health, habits, avia- 
tion, and insurable interest. Some of 
these problems are very touchy, he 
said. The inspector tries to obtain the 
information tactfully without _ being 
annoyingly inquisitive. 

Producers can be of help, he sug- 
gested, if they inform the inspection 
company when an individual is very 
sensitive. Perhaps the agent can furnish 
information sources the inspector can 
follow without disturbing the _ risk. 
These tips would be greatly appreciated, 
he said. The inspector doesn’t go out 
with a killer complex, he stated, noting 


that he can work and write a favorable [ 


| Westch: 


report in half the time it takes for an 
adverse report. The latter must be 
confirmed fully and written very care- 
fully, he concluded. 


Triche Houston President 


Ryan Triche, associate manager of 
American Hospital & Life, has been 
elected president of Houston Assn. of 
A. & H. Underwriters. 
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f Iowa created by his election to the presidency 


John MacArthur 
Leaves Bankers L&C 
for Magazine Field 


ncheon 


ce John MacArthur has resigned as presi- 
dent of Bankers Life & Casualty of Chi- 
cago and will move to New York City to 
give his full attention to publishing the 
ity for Theatre Arts Magazine. He will continue 
annual & as a director of Bankers L. & C. 
s Con- Martin Wettaw, vice-president & treas- 
1 June @ urer, succeeds Mr. MacArthur. He has 
crowd, © been with the company for six years and 
sualty, © before that was for 16 years an examiner 





~ with the Illinois department. 








until the July meeting of directors. 
However, he said that without any 
commitment as to intentions of per- 
manency, he was appointing Walter G. 
Nelson as acting general counsel and 
David F. Hoxie as associate general 
counsel. Both were recently elected as- 
sistant counsel. 


C. R. Womble Named V..-P. 
of Volunteer State Life 


C. R. Womble has been elected vice- 
president and controller of Volunteer 
State Life. He joined the company in 
1937 as chief accountant, becoming con- 
troller in 1940. He is a graduate of 
Georgia Normal College, Chattanooga 
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Life Leaders of Minnesota will hold 


~~ } a luncheon meeting April 27 to hear 
e of B? talk by Paul H. Dunnavan, Canada 


he Life, Minneapolis, member Million Dol- 
lar Round Table. 


l the 
eing 5 Sane 
Consider Bronx Branch 
fr | Plans for the creation of a Bronx 
vel branch of the New York City Life 
nik Underwriters Assn. were discussed at 
can @ 2, meeting where David B. Fluegelman, 
cial Northwestern Mutual, and Ralph G. 
ated, | E28elsman, Penn Mutual, were speak- 
out BTS: Gordon McKinney, N.A.L.U. 
ting actuary, spoke at the meeting of the 
fable Brooklyn branch of the association. 
ran | ———- 
be | Westchester Program 
aaa Speakers at the annual meeting of 
the Westchester Life Underwriters 
Assn. at Elmsford, N. Y., were Harry 
Gutmann, Mutual Life; career pros- | 
- of @ pecting; Roy Plaut, New York City 
been § attorney, an outsider looks at life in- 


. of § surance selling; John Gill, field training 
Supervisor Metropolitan Life, ideas that 


YUM 


invited to attend the luncheon. 


Miami—Ransom L. Hassel, Prudential, 
Miami Beach, reviewed present sales 
conditions and urged larger sales in 
order to meet clients’ needs. A two-day 
federal taxation seminar was held at 
the University of Miami. 

Central Kansas — At a meeting at 
Great Bend members from the South- 
west Kansas, Plainsmen and Hays asso- 
ciations were present to hear Charles 
Holladay, general agent of Kansas City 
Life at Dodge City. Memorial services 
were held for the late Frank J. Poore, 
Capitol Life, Hoisington, a member of 
the association. 

Niagara Falls, N. ¥.—A joint meeting 
was held with the Niagara Falls, Ont., 
association. William C. Laird, assistant 
general manager and director of agen- 
cies of London Life, was the speaker. 








No Race in Florida 
There is no race this year for state 


‘treasurer in Florida. The treasurer is 


ex-officio insurance commissioner. The 
election for this office takes place two 
years hence, 


Okla. Contest Eyed 


Insurance people are interested in the 
suit that has been brought to cause 
the Oklahoma primary election to ‘be 
held July 5 instead of July 4. The 
election falls on the first Tuesday after 
the first Monday in July, which this 
year is July 4. The suit contends that 
an election can’t be held on a legal 
holiday. The outcome of the suit may 
have a bearing on the outcome of the 
election, because it is assumed that, if 
it is July 4, many of the less politically 
minded citizens will go fishing that day 
instead of voting. 

There are already 


two avowed 


candidates for insurance commissioner, 
they being the incumbent Donald 
Dickey, and Bill Read, who is in the 
local agency business at Oklahoma City 
and whose father, Jess Read, was Okla- 
homa commissioner many years. 

Mott Keys, former manager of the 
workmen’s compensation state fund, is 
mentioned as a possible candidate. 





Eddleblute at Lincoln 


C. E. Eddleblute, Penn Mutual, Den- 
ver, director of American Society of 
C.L.U. spoke to the Lincoln, Neb., chap- 
ter. 








sales. 


the following training: 


day activities 


course 


fit clinics 


The Power 


Behind the Analagraph 


Yes, we’re proud of the Analagraph with its 1 out 
of 1.9 closing ratio . . . and all of its by-product 


But such results aren’t just chance—behind every 
Analagraph sale is a professional underwriter with 


® 70 classroom hours of basic training 
© 40 seminar hours of single-need sales training 


© 12 weeks of home office guidance on his day-to- 


© 140 classroom hours of Analagraph training. 

@ 12 additional weekly reviews of his progress 
Plus—at his own determined speed 

© 40-week self-development, home-study course 


® 40-week tax and business insurance home-study 


®@ j.week intensive business insurance sales course 


® Periodic property planning and employee bene- 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


ORGANIZED IN 1845 @® NEWARK, NEW JERSEY 
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WOW Makes Stone for 
Big 60th Year Celebration 


Woodmen of the World camps are 
arranging special public meetings on 
June 6 to celebrate the society’s 60th 
anniversary. Max B. Hurt, national 
treasurer, is in charge of arrangements. 

A 30-minute broadcast over some 70 
radio stations in cities where the larg- 
est Woodmen camps are located will 
highlight the celebration. The program 
will present the fraternal’s achievements 
since its organization. 

Featured on the broadcast will be 
Vice-president Barkley, Senators Byrd 
of Virginia and Pepper of Florida, Con- 
gressman Martin of Massachusetts, 
Garvey of Arizona, Major General Her- 
shey, director of selective service; At- 
torney General Daniel of Texas, and 
Commissioner Stone of Nebraska. 

Several thousand members enrolled 





4. 


5. 





Openings 


Tennessee 


Attractive Retirement 


E. DUDLEY COLHOUN, Director of Agencies. 


in the fraternal since March 1 in a 60th 
anniversary campaign, will be inducted 
to the protective degree. 


Knight Testifies at Ohio 
State Disability Hearing 


Led by Gilbert H. Knight, Federal 
Life & Casualty, who spoke on their 
behalf, more than 50 members of the 
Cleveland Accident & Health Assn. sat 
through the day-long hearing of the 
Ohio unemployment disability insur- 
ance commission at Cleveland. There 
were 10 speakers representing labor, 
welfare agencies, business and industry. 
James Seymour represented Life Insur- 
ance Assn. of America and American 
Life Convention. 

Mr. Knight said that there is indeed 
a strong need for A. & H. insurance, 
but practically any Ohio citizen can 





buy just the type of coverage he needs 


Liberal First Year 
Commissions. 


Vested Renewals 
Unsurpassed. 





Bonus on 


Quality Business. 


Personalized 
Home Office Service. 


Plan. 


in Virginia, West Virginia, 


North Carolina, South Carolina, 


and Alabama. For information write: 





Shenandoah Life 


IN SURANCE COMPANY, INC. 


>AUL l RI PRESIDENT 
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office. Real knowledge of all 


James Powell, 





TOP OPPORTUNITY FOR A TOP A. & H. MAN 


We are looking for a Production Manager for our Detroit 


For the right man the opportunity is truly unusual. 


If interested write | 


Provident Life and Accident Insurance Co. 
Chattanooga 2, Tenn. 


forms of A. & H. necessary. 





Vice President 























from private insurance companies and 
there is no necessity for the state to 
enter the field in competition with pri- 
vate enterprise. He pointed out that op- 
ponents claim the scheme is for the 
welfare of the citizens and is a vital 
need, yet groceries are a vital need and 
the state is not contemplating going 
into the grocery business. Mr. Knight 
maintained there is absolutely no de- 
mand for the state coverage from the 
general citizens of the state. He said 
there are two types of people agitating 
for such a scheme, the paid officers of 
labor unions, who think it necessary to 
“continually sell their membership on 
the idea they are getting something for 
nothing” and the socialists “masquerad- 
ing under the names of liberals whose 
endeavor it is to have the state arrange 
everyone’s private economy.” 





Kenny Polio Cover Setup 


The Sister Kenny Foundation nation- 
wide last year found that in 20% of 
the cases it was called upon to handle 
there was polio insurance in existence. 
This coverage helped the charity im- 
measurably because many of these cases 
would have ‘been total or partial charity 
cases had it not been for polio insur- 
ance. So impressed have the Kenny 
people been with the efficacy of insur- 
ing against the polio hazard as an 
alternative to complete charity or to 
state medicine, that in at least one state, 
Illinois, the foundation has arranged 
with an insurance company, the Reserve 
of Chicago, to write polio policies di- 
rect on donors to the foundation. The 
policy issued is the standard $5 a year 
for a family, covering costs up to $5,000 
for three years, There are no commis- 
sions and 50% of the earnings on the 
policies go to the Kenny Foundation, The 
Kenny organization is popularizing the 
device in Illinois as a method to pro- 
vide donors insurance at the same time 
they are contributing to the charity. 





Article on Longevity 


The effects of increased longevity on 
the individual and upon the nation are 
~——— in the Saturday Evening Post 

April 29 in an article entitled “You 
+ ate Going to Live Longer than You 
Think,” by William L. Laurence. The 
story treats the great advances in med- 
icine in the past century. 

The pension situation is considered, 
as is the over-all problem of getting the 
aged interested in doing something at 
retirement so that it is not a period of 
idleness but the beginning of a new life. 
The article says that the widespread 
notion “you can’t teach an old dog new 
tricks” is erroneous and has had the 
harmful effect of making people beyond 
school and college age think that it is 
too late for them to learn. It suggests 
education in a lifelong process as one 
of the solutions to happier old age. 





Ferguson Joins Parsons 


W. Loar Ferguson, since 1946 assist- 
ant director of insurance service at the 
Chicago area office 
of the veterans ad- 
ministration, has 
been _ appointed 
brokerage manager 
of the Bruce Par- 
sons agency of Mu- 
tual Benefit Life of 
Chicago. 

Mr. Ferguson 
started in life insur- 
ance with National 
Life of Vermont at 
Huntington, W.Va,. 
in 1923, became 
district manager of 
Jefferson Standard 
there in 1934, and in 1937 agency su- 
pervisor for Connecticut Mutual’s 
Wheeling agency with headquarters at 
Huntington, where he built a successful 
unit from scratch. After 5% years in 
the army, from which he was discharged 
as a lieutenant-colonel after serving on 
the staffs of Generals Stillwell and 
Wedemeyer in China, he joined the VA. 





W. L. Ferguson 


Says Debit Agent Is 
in Strategic Spot 
fo Fight Socialism 


The debit agent has the opportunity 
for battling the spread of socialism jy 
the places where } 
has the best poss. 
bility of flourishing 
namely, on the 
weekly premiun® 
debits, and thee 
minds of the peo! 
ple that he talks to” 


President R. Hoy.” 
ard Dobbs, Jr., 
the Life of Georgi’ 
convention at Sai 
vannah. 

When the agen 
sells these people 
insurance and cop. 
vinces them that they should provide by 
their own initiative for the security oj 
their own families he strikes a blow fo 
victory over socialism, he said, adding 
that ‘ ‘every person you fail to convince 
is a possible convert to the socialistic 
system because he is putting reliance 
on the idea that the government wil 
take care of him.” 

Managing Director John Marshall 
Holcombe, Jr., of L.I.A.M.A., the lunch- 





R. H. Dobbs, Jr. 


eon speaker, urged wives to build 
greater partnerships with their hus 
bands. 


James D. Arrington, editor of the 
Collins, Miss., News-Commercial, urged 
life agents to spread a gospel of optim 
ism about business. He said that life 
insurance men can help correct the bad 
habit of Americans of worrying them 
selves into trouble. 

Mercer L. Tatum, Montgomery, Ala, 
who has. completed 50 years with the 
company, was presented a gold watch. 

There was a total attendance of 234, 
Sessions started at the home office in 
Atlanta with a tour of recently remod- 
eled facilities, followed by a trip to 
Savannah on a special streamliner. 





Groves, Kegley Speak on 
Chicago Insurance Day 


Ben H. Groves, Travelers manager 
at Chicago and Robert Kegley, life 
manager of Moore, Case, Lyman & 
Hubbard, will be two of the speakers % 
at the annual Chicago Insurance Day 
on May 4. Mr. Kegley will speak on 
“Life Insurance as a Valuable Addition 
to General Producers,” and Mr. Groves | 
will tell “Why You Should Sell Acci-# 
dent Insurance.” 


Interest Earnings Climb . 

The earning rate on invested life in, 
surance funds rose in 1949 to a net of) 
3.04%, highest in four years. This com: 
pares with 2.96% for last year and 
5.07% for the 1920’s. The increase was 
due to the larger proportion of funds 
going into corporate securities since tht 
end of the war. 








Pa. Commissioner 





Artemas C. Leslie, 
Pittsburgh attorney 
who has been ap- 
pointe d Pennsyl- 
vania commissioner, 
is a graduate of 
Princeton and Penn- 
sylvania law school. 

e has been a lead- 3 
er in the Republican 
organization in Pitts- 
burgh for many 
years, and has served 
for several years as 
district attorney of 


Alleghany county. Artemas C. Lesilt 
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COMPANIES 


Prudential Buys Lincoln 
Building in New York City 


Prudential has bought the 53-story 
Lincoln building, midtown New York 
skyscraper at 69 East 42nd street, for 
4 “reported price of $20 million. The 
transaction is said to be one of the 
largest in Manhattan realty history. 
The deal with Prudential was ap- 
proved by a vote of the stockholders 
of the Lincoln Building Corp. Title 
will pass to Prudential on June 1. Con- 





S frmation of the sale was made by 
' Donald C. Hulmes, regional head of 
E Prudential’s New York real estate in- 
~ yestment office, Aenta Life in 1947 
we 


vas the lender on a $10 million mort- 


~ gage, which has now been amortized 


to $8,5 25, 000. 





‘/ Republic National Leaders 


The Lubbock agency of Republic Na- 
tional has been named agency of the 
month for leading in A. & H. produc- 
tion, Robert F. Bowers, Abilene, was 
named the man of the month in life 
production and Richard Mourning, 
Oklahoma City was named man of the 
month in A. & H. applications. 





40 Millionth Industrial Policy 


Priscilla M. Gates, 10, of Walpole, 
Mass., was recently issued John Han- 
cock’s 40 millionth weekly premium 
policy. 


NOW READY — THE GORDON 
McKINNEY INCOME SLIDE 
RULE 


This precision instrument is the 
greatest contribution the industry 
has ever seen for the underwriter 
engaged in programming work. Pro- 
fessional in accuracy; engineered 
to supply correct answer instead of 
an estimate. 


Life Income Options—Accurate for 
any company, any policy. 


Limited Installment Options—1 to 
40 years—at interest rates from 1% 
to 344%. At a glance shows income 
and face amount of insurance re- 
quired. 


Interest Only Options — A range 
wide enough to fit every need. 


Cash Valuwes—the only calculator to 
automatically compute cash surren- 
der value of any policy without ad- 
ditional multiplication. 


Discounts—Makes programming by 
discount method easy. 


Paid-Up Values at 60 & 65—Ameri- 
can Experience and CSO at your 
fingertips. ¢ 


Multiply—with accuracy and maxi- 
mum of simplicity. Long and tedi- 
ous paper work is gone forever. 


Divide—Enables you to divide with 
lightning-like speed. An invaluable 
asset as every programming under- 
writer knows. 


tg Oe PROGRAMMER — 


CALCULAT: $2.95. DETAILED 
USE SHEET. INCLUDED. 


PAUL SPEICHER 
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MANAGERS 


Grandpa Had It Easy 


San Antonio Life Managers Club 
heard Stanley Cole, vice-president and 
director of agencies of American Hospi- 
tal & Life, speak on “Grandpa Had It 
Easy.” He compared the possibilities 
of building an estate and providing an 
income for the worker and his family 
in the era of no or low income taxes 
and high interest rates with the prob- 
lem of the man who now must pay high 
income taxes and can hope for interest 
not exceeding 2% to 3%. He brought 
out that today the worker can hope 
only through life insurance to assure 
himself and his family a continued in- 
come, 








McGiveran at Milwaukee 


Ben S. McGivern, formerly general 
agent for Northwestern Mutual Life at 
Eau Claire, Wis., of Seefurth & Mc- 
Giveran, Chicago, spoke on “Pension 
Fever” at the April dinner meeting of 
Milwaukee Life Managers & General 
Agents Assn. Preceding the dinner, the 
members were guests of Maurice Chier, 
general agent Continental Assurance, at 
a cocktail party in his new and en- 
larged offices. 





Paul D. Stone, general agent of Mu- 
tual Benefit Life at Spokane, spoke at 
the April dinner meeting of Portland, 
Ore., managers. 





Clifford B. Reeves, vice-president of 
Mutual Life, discussed public relations 
at the April meeting of New York City 
Midtown Managers Assn. 


AGENCY CHANGES 


Coats Named L.A. Manager 


William H. Coats has been appointed 
district manager of the Los Angeles 
west office of Na- 
tional Reserve Life 
of Topeka. Mr. 
Coats has been 
with American Na- 
tional for 24 years. 
This is a second 
office for National 
Reserve, the J. J. 
Rostler agency 
having been estab- 
lished last Septem- 
ber. The National 
Insurance Under- 
writers agency is 
Los Angeles gen- 
eral agent for Na- 
tional Reserve. 














W. H. Coats 


Williams Joins Central, Ia. 


Edward S. Williams, Jr., has been ap- 
pointed general agent at Portland, Ore., 
by Central Life of Iowa. He formerly 
was agency supervisor there for Guard- 
ian Life. 





Robert D. Koontz has been named 
Fort Wayne district manager for 
Guarantee Mutual Life. He joined the 
company last year. He served in the 
last war. 

Jack M. Ellis, assistant manager for 
Interstate Life at Savannah, has been 
promoted to district manager at Atlanta. 
He has been with the company 18 
years. 

Menard Doswell, III, has been ap- 
pointed assistant general agent of the 
: Marsh agency of Lincoln Na- 
tional Life at Washington, D. C. He 
is a marine corps veteran. 


Mortgage Loan Work Told 


The operations and practices of mort- 
gage loan departments of life insurance 
companies were discussed by Howard 
Tobin, vice-president Northwestern Mu- 








tual Life, at a_luncheon-meeting of, ; 


Milwaukee C.L.U. chapter. 


We congratulate the members of the 1950 

President's Club — the Kansas City Life 
organization where membership is recog- 
nition of superb life underwriting. 


HY MISSOLRI 
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KANSAS CITY 
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OPENINGS 


for General Agents in many choice territories still available, 
due to Reserve Life’s current expansion program. If you can 
organize and develop a General Agency, we’re interested in 


YOU. 


Reserve Life issues all standard policy forms, plus Retire- 
ment Income, Juvenile Education, Mortgage Redemption, 
Monthly Income Disability, ete. Liberal non-medical limits; 
sub-standard up to 600 per cent. Complete tested mailings. 


If you’re looking for a Company specializing in giving you 
real cooperation, write to S. J. Gilbert, Vice President and 
Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 
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ales Ideas and Suggestions 





Do More Selling, Less Detail Work 


for Success in Estate Planning Field 


NEWARK—The agent who operates 
in the estate planning field need not un- 
dertake to make a complete estate analy- 
sis with myriad recommendations, Harry 
S. Redeker, general counsel Fidelity Mu- 
tual Life, told the Northern New Jer- 
sey Life Underwriters Assn. He will 
be better off if he uses his particular 
sales approach against a background of 
a working knowledge of the principles 
of law that affect the average client and 
his estate, and raises problems conver- 
sationally that disconcert the client to 


the point where he wants to visit his 
lawyer or trust officer. 

The agent who operates in his way 
will find himself with much more time 
to look for clients to disconcert and 
sell life insurance to than if he becomes 
enmeshed in endless detail working out 
estate plans from stem to stern, Mr. 
Redeker said. 

The practical effect of the advanced 
agent’s daily contacts is to “bird-dog”’ 
business for trust companies and faw- 
yers. The sales approaches he uses, the 











suggestions he makes to the client 
about the cost of dying, the client’s in- 
come and estate needs and his business 
problems, all tend to get the client’s 
thinking off “dead center.” This puts 
the client into a receptive mood for the 
recommendation that he get his prob- 
lem solved. 

The agent can state principles of tax 
or other laws if he does not apply them 
to specific facts, said Mr. Redeker. The 
exact line between legal information 
and legal advice is difficult to establish 
but the agent should never express defi- 
nite legal advice in a letter and should 
always make all expressions of opinion 
subject to confirmation with the client’s 
personal counsel. 

The agent should stress intelligent 













recent years and those proposed prov 
the advisability of using life insurangs 
to provide liquidity and to minimigd 
taxes under the clear framework of ¢, 
isting law rather than to look for trick 
tax avoidance plans. He discussed t 
ical problems in wills, business ingy. 
ance, and possibilities of enactment 4 
changes in tax laws that affect estat 
planning. 

Concerning the marital deduction jy 
cautioned agents to watch for sticky’ 
provisions of policy contracts of som 
companies to be certain that qualifying 
power of appointment is exercisab} 
immediately after insured’s death, befor 
proof is submitted, as well as at al 
other times up to the wife’s later death 





THE 


MANUFACTURERS LIFE 


OFFERS 


Participating and Non-Participating Plans 
Standard and Sub-Standard Insurance 


%& Low Rate Whole Life Plans 

%& Double Family income & to Age 65 

% Insurance on Selected Diabetics 

%& Low Term Rates—Renewable & Convertible 
% Older Ages—Select Lives to 75 

% Single Premiums up to $200,000 

¥% Foreign Travel and Residence 

¥% Special Juvenile & Mortgage Plans 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


SGaAdb OrprPics e© TORONTO, CANADA 


Insurance in Force 1,185 Million Dollars 
(Including Deferred Annuities) 


ASSETS 378 MILLION DOLLARS 








LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, Iowa 


71st Annual Statement, December 31, 1949 


rr ee eee $201,066,748 
I noi saws swid enews bacucwaseen 38,853,082 
Policyholders’ Surplus ........................... 2,457,899 
1949 Increase of Insurance in Force................ 22,945,330 
Dividends Paid in Last 10 Years................... 5,343,697 
Reserve for 1950 Dividends....................... 850,000 
A Growing Company with an outstanding record of 
Low Net Cost 


Agency openings available to Lutherans 


Also be certain, he recommended, thy 
writing by wife is not required to } 
filed with the insurance company du. 
ing her lifetime. 2 


fulfillment of family objectives as the 
primary consideration with tax econo- 
mies as distinctly secondary ones, Mr. 
Redeker said. Changes in tax laws in 








gent’s Study of Employe Relations 
Pays Off in Group, Pension Business 


An insurance man specializing in em- insurance company which is to write th 
ploye benefits who has taken the trouble group insurance is bargained rather tha 
to make himself an expert in industrial coverage. 
relations and has had the effort pay off In other words, Mr. Tarrant belieye 
is Berrien Tarrant of Chicago. Mr. Tar- that there are numerous employe bene. 
rant has been with E. W. Fenzau & fit situations for which group insurane 
Associates, employe benefit and pension or pensions are not the cure. In his real 
specialists, and is soon to set up his istic approach, he often counsels againg 
own office in the Board of Trade build- adding a particular pension program o 
ing, Chicago, as Berrien Tarrant & As- more group insurance, at least employ 
sociates. He will continue to be affili- relations situation is straightened oy 
ated with the Parsons agency of Mutual and until the wishes of the majority o 
Benefit Life in Chicago. His unique ap- employes have been gauged. Becaus 
proach to gaining acceptance among he is working for a fee apart from ip 


employer-clients may be of interest to 
1 me) 
H. 0. 


other producers. 
Mr. Tarrant has set himself up as an 
TRAINING AGENCY 
SCHOOLS WAAL PD) 












industrial relations counsellor first and 
as an insurance or pension counsellor 
secondly. Some five years ago he began 
taking what courses were offered at the 
several universities in the Chicago area 
in personnel and labor problems. He 
got a few of these under his belt and 
then began to apply what he had learned 
to problems of this nature arising in 
connection with his group and pension 
| accounts. He has come to see that pen- 
sions are but one part of a broad field 
of employe relations. 

As a consequence, Mr. Tarrant’s ac- 
tivities have now reached the point 
where he is perhaps better known for 
labor relations counselling activities than 
for his insurance work. He is a lecturer 
on labor law, labor relations and per- 
sonnel management at Northwestern and 
DePaul universities. He has appeared 
at numerous forums and seminars on 
labor relations around the city. These 
activities have all served to heighten Mr. 
Tarrant’s prestige as an employe rela- 
tions consultant. 

Now Mr. Tarrant feels able to offer 
advice in the whole field of employe re- 
lations including, of course, insurance 
and pensions. His university activities 
and his professional labor relations ac- 
tivities give him an entree to employers 
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that the average insurance consultant PLAN ae 
does not have. He offers his services ane 
ona —orwee fee basis, but he eo D 
in writing whatever insurance there is 
to be written through his own facilities. =< = 

: Hagerstown- 
He reasons that unless his office handles England Cor 
the insurance, he cannot be in touch McConachie py bonus, 
with the insurance program to the ex- Vice-Pres. confidential. 
tent that is necessary to keep selling it , ie | writer, 175 
nee Ame ‘aac —— 
Insurers Are Bargained — 

Mr. Tarrant maintains that in the Ill = 
group insurance field employers have u ud | '% Large Easter 
not realized that a problem in employe — experi 
‘relations is involved. This is particu- INSURANCE COMPANY strictly confi 
Jarly true of plants where there are no DES MOINES 7. 1OWA Banerweitee, 
noils. 





labor unions. He says that in cases A General Agency Company 
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surance commissions, he feels that he 
js in a position to give unbiased recom- 
mendations. He finds that employers, 
who cannot afford full-time labor rela- 
tions men on their staffs are baffled with 
numerous employe benefit problems and 
only too happy to shift the responsibili- 
ties to a private agency that will give 
them advice on the overall relations and 
insurance considerations which play such 
a large part in such relations today. 

He envisions his office as a coordinat- 
ing agency between the employer and 
insurance men and actuaries in cases 
where he feels additional group insur- 
ance or a pension would help the situa- 
tion. He has worked out arrangements 
with actuaries, attorneys and others in 
such cases. 





An introductory luncheon for W. 
Thomas Craig, new partner in the Los 
Angeles general agency of the Aetna 
Life. was held by W. M. Hammond, 
general agent at Los Angeles for 25 
vears. Robert B. Coolidge, vice-presi- 
dent, was the speaker. 

Mr. Hammond, who started his in- 
surance career at Chicago in 1915, ob- 
served his 25th anniversary as Aetna 
Life general agent at Los Angeles on 
April 1. A former president of the Los 
Angeles Life Managers Club and the 
Los Angeles Life Underwriters Asso- 
ciation, he has won the Aetna Life 
President’s Trophy six times. 

The Los Angeles general agency on 
May 1 will adopt the firm name of 
Hammond & Craig, General Agents. 


WANT ADS 


Rates—$12 per inch Uy insertion—I! inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office — 175 W. Jackson 
Blvd. Individuals placing ads are requested to 
make payment in advance. 


THE NATIONAL UNDERWRITER 











SPECIAL AGENT-MANAGER 


Colorado territory—several thousand auto-fire- 
life customers in territory — with established 
agents and income. Must have Life experience, 
recruiting, training management ability, knowl- 
edge of fire-auto desirable. 


Write State Farm Insurance Companies 
1024 Patterson Building 
Denver, Colorado 








GROUP INSURANCE SALES 


Special Representative to sell full line of group 
Life, Accident and Hospitalization insurance for 
a well established, expanding company operat- 
ing out of St. Paul, Minneseta. Excellent op- 
Eertualty for man with successful group sales 
ckground. Salary and Expense basis. 


Write Box Z-73, The National Underwriter, 175 
West Jackson Blivd., Chicago 4, Ill., giving 
qualifications, personal data, and income re- 
quirements. 








AGENCY SUPERVISOR 
Central Pennsylvania Area 


Opportunity with old line New England Com- 
pany. Position pays salary, bonus and expense 
allowance. Replies treated confidentially. Ad- 
dress Z-54, The National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Illinois. 











DISTRICT AGENT 


Hagerstown-Martinsburg Area. Old line New 
England Company wants experienced man. Sal- 
ary, bonus, and expense allowance. Replies 
confidential. Address Z-75, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 








WANTED 


Large Eastern Mutual Life Insurance Company 

wants experienced Brokerage Manager for Mary- 

land area. Salary and bonus paid. Replies 

strictly confidential. Address Z-76, The National 

Hnderwriter, 175 W. Jackson Bivd., Chicago 4, 
nois. 
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mittee succeed the late Frank R. Bacon. 


Burden Averted 
by Senate Bill 


An estimated $56 million in federal 
income taxes that life companies would 
have paid on 1947-48 income under the 
House bill will revert to or remain in 
companies’ surplus if the Senate version 
of the tax bill is passed. Companies 
don’t consider this:as an unexpected 
gain but rather as relief from an unan- 
ticipated burden. 

Some companies had not established 
any liability for the payments and for 
them the Senate bill means that they 
will not have to take the money from 
surplus. Those that had set up liabili- 
ties for the tax payments can now re- 
move the label from the part of surplus, 
that was to go into taxes. The funds 
that return to surplus either remain 
there, are used for dividends, or reserve- 
strengthening, etc. 

The Senate version of the bill places 
a tax only on 1949-50 income. 


Basis for $56 Million Saving 


The $56 million figure is derived by 
subtracting from the $98 million total 
tax for 1947-49 under the House bill the 
$42 million tax estimate of the Senate 
on 1949 income. The over-all tax to be 
produced by the Senate bill for 1949-50 
is $112 million of which $70 million is 
on 1950 income. The $56 million saving 
includes slightly more of 1948 taxes than 
of 1947 taxes. 

Two reasons are advanced to explain 
the $70 million tax in 1950 as compared 
to the $42 million tax in 1949. Princi- 
pally the increase is attributed to the 
tact that more and more business is 
being written on the new lower reserve 
bases with lower interest assumptions. 
As the new business on the 2%, 244% 
and 24%% basis becomes a larger share 
of over-all company business the taxes 
increase. The law gives the companies 
an exception for what they must earn 
to maintain policy reserves. A second 
factor is the growth of the business, the 
tax being levied against greater over- 
all income. 





LYNCH FOR ’47-’48 TAX 

WASHINGTON—Rep. Lynch, chair- 
man of the House conferees on the 
Doughton bill, says he does not mind 
the Senate amendment thereto provid- 
ing for taxation of 1950 net investment 
income of life insurance companies on 
the average valuation basis. 

Asked how he felt about Senate elimi- 
nation of 1947 and 1948 income taxa- 
tion of the companies on that basis, 
Lynch replied he thought his position 
on 1947 and 1948 income taxation was 
clear, his subcommittee having drafted 
the bill providing for such taxation. 

“IT am for it,” he stated. 

Lynch has been in touch with Senator 
George, but finds finance committee 
members tied up on social security leg- 
islation. Lynch said the conference com- 
mittee on the Doughton bill will meet 
when George can find time. 





Divisional Meet at Boise 


A meeting of the western division 
of Security Mutual Life of Lincoln was 
held at Boise, Ida. E. A. Frerichs, 
agency vice-president, represented the 
home office. 

Supervisors and managers held a 
round table discussion of recruiting and 
other management topics. 





There were 225 leading agents of the 
Washington National attending a four- 
day meeting at Miami Beach. 

Life Company Men 





Walter S. Lindsay, Milwaukee manu- 
facturer and trustee of Northwestern 
Mutual, was named to the finance com- 
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are purchased by 
MUTUAL TRUST 
LIFE 
policyholders 


when they buy additional 
insurance ...as compared 
to new policyholders. 
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@ = This recognition of our “Policyholders come first” 
management principle insures our agents of continued 
success as THE MUTUAL TRUST MAN IN THEIR 
COMMUNITY. 


A few general agency openings available 
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Nothing Better iny¢ Life Insurance 


TRUST 


LIFE INSURANCE COMPANY ‘ 
Old Faithful’ : 


Zr [has 
“As Faithful as a [= 
oak 
Home Office: 135 South La Salle Sertes 
A 44 Year Old 


Million in Force 


Chicago 3, Illinois 


Low Net Cost Company With Over $350 
and Over $100 Million in Assets 






















CONTINUED UNEXCELLED PROGRESS 
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1945 ‘46 ‘47 ‘48 ‘49 
— future indicates even greater development and earnings 
to the Company and its agents. Keeping ahead of the times 
with unexcelled general agency contracts, competitive rates and 
plans geared to the second half of the century give our men a 
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INSURANCE COMPANY ¢ PHILADELPHIA 7, PA. 
Established 1906 
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Pension Meet Shows Insured Advantages 


(CONTINUED FROM PAGE 2) 





agement no longer has freedom of de- 
cision respecting pensions. Employers 
can no longer shift inadequate plans on 
to their employes. They will not be 
permitted to do so either by the em- 
ployes or by the government. 

He described a recent piece of legis- 
lation in the state of California, the so- 
called retirement systems law, which 
forces non-insured pension plans to 
maintain reserves. The important fea- 
ture of this law is that it permits the 
insurance commissioner to examine the 
affairs of the non-insured pension plan 
and to order the system to be liquidated 
or taken over by the state where it 
proves to be inadquate. Mr. Hansen 
pointed out that here is the opening 
through which the state may inject so- 
cialism by taking over a pension. This 
is what inadequate uninsured plans may 
lead to, he inferred. 

There is only one possible relief for 
the dilemma in which most employers 
find themselves in regard to pensions 
and that is the insurance route, he said. 
Mr. Hansen admitted that complete re- 
lief is not possible and that the degree 
of relief depends upon the type of in- 
surance plan used. 

Mr. Hansen reported that deposit 
administration and group annuities have 
proven hazardous and difficult for the 
companies, but that some companies 
realize they have got to offer such in- 
novations if private enterprise is to pro- 
vide pensions rather than the state. 

Phe risk in pension underwriting is 
vastly greater than the risk of accident, 
fire and early death, he declared. Life 
insurance itself is afraid of underwrit- 
ing pensions. More than half the big 
Canadian companies have either with- 
drawn from pension underwriting or 
ask for concomitant amounts of life in- 
surance where pensions are written. 
Many life insurance companies, how- 
ever, have recognized that they must 
marshal their assets behind safe work- 
ers’ pensions. 


Warter’s Statesmanship 


The lead-off speaker was another ac- 
tuary, D. N. Warters, executive vice- 
president of Bankers Life of Iowa. As 
Mr. Benson had said in his opening re- 
marks, what N.A.L.U. had to prove at 
the meeting was that the collective life 
insurance salesmen of the nation can con- 
duct an affair in which salesmanship 
would give way to statesmanship and 
Mr. Warters helped the meeting achieve 


such a status. He expressed the belief 
that when the costs and time and en- 
ergy absorbed in_ self-administration 
are evaluated, the advantage lies with 
the management that employs a central 
agency to set up a pension plan and 
administer it. The life insurance com- 
pany is this central agency. 

The cost guarantees given by insur- 
ance companies protect the employer 
against mortality fluctuations and fall- 
ing interest rates and put a ceiling on 
his cost to help him budget for the fu- 
ture. These guarantees are insurance 
and the purchaser is protected against 
losses which might otherwise seriously 
affect his cost, Mr. Warters declared. 
Instead of being a self-insurer, the pur- 
chaser joins with others to diversify 
risks and death losses, thus making 
guarantees possible. Mr. Warters termed 
these cost guarantees particularly im- 
portant for smaller business firms. 


Part of Broader Scheme 


J. irl Beatty, vice-president of Pills- 
bury Mills, emphasized that to be sound 
and secure pensions must be actuarial 
and on some basis guaranteeing that 
they will ‘be paid. He feels that they 
also must be actual, real and understood 
by both employes and management. 
They are part of industry’s first job 
which is to restore purpose, understand- 
ing and a deep sense of accomplishment 
in workers, Mr. Beatty said. A sound 
employe pension plan is important to 
good employe relations, but it is not 
the core of good employe relations. 

The luncheon speaker, Dr. Hahne 
reported that rather than through a 
welfare state it has been through a 
welfare economy that America has be- 
come great. In the welfare economy 
pension plans are fixed by what financial 
institutions can carry safely. He warned 
that a welfare state can conceivably 
overthrow a sound welfare economy if 
debts, unrealistic pensions, unsound 
money and heavy taxes grind down the 
nation. In support of the welfare econ- 
omy, sound industrial pension plans 
have become the best alternative to 
dangerous political pressures promoting 
higher pensions. Financial organiza- 
tions have the responsibility of drafting 
actuarially sound pension arrangements 
in order to safeguard the welfare econ- 
omy itself. 

Dr. Hahne concluded, “older work- 
men need part time employment more 


than they need pensions. The old- 
fashioned virtue of thrift needs to be 
restored as a fundamental American 
philosophy and although the family is 
a fundamental social unit, there is a 
growing disintegration because the state 
is assuming duties formerly belonging 
to children. These are the alternatives 
to over-expanded industrial pension 
plans to unsound pension promises 
dreamed up by congressmen that are 
now being urged by federal security 
agencies. The educational programs be- 
ing carried out by.accountants, lawyers, 
business men and life insurance under- 
writers which bring these facts to the 
attention of the public are fundamental 
to our national welfare,” he concluded. 

Dwight J. Thomson, vice-president 
of Champion Paper & Fibre Co., related 
how, after a great deal of study, his 
company set up its pension as an in- 
sured plan through a life insurance com- 
pany. He said that companies are be- 
ing forced through bargaining into sit- 
uations which they are not ready to 
meet and there may be some justifica- 
tion during this period for companies to 
undertake plans on a partially funded 
basis. However, he stated that he was 
happy that his company has been able 
to establish pensions within the frame- 
work of what is considered the sounder 
evolution of pension practice which en- 
ables a company to measure fully the 
obligations which are being undertaken 
and to accept obligations which carry 
some economic advantages to employers. 


FRATERNALS 


To Form National F.I.C. 
Group at Chicago Meet 
of Fraternal Managers 


A national association of fraternal in- 
surance counselors will be founded at 
the meeting of the Fraternal Field Man- 
agers Assn. at the Edgewater Beach 
hotel, Chicago, May 18-19. A_ special 
committee of men holding the F.I.C. 
designation has already drafted by-laws 
for adoption by the group. Officers will 
be elected at the meeting. All those with 
the designation have been invited to 
attend the meeting. 

Among the speakers will be L. E. 
Probst, fiield manager of Independent 
Order of Foresters; Robert I. Mehr, in- 
surance professor of the University of 
Illinois; John H. Jamison, general 
agent of Northwestern Mutual at Chi- 
cago. There will be in addition eight 
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F.I.C. members representing the best 
speakers from the various societies, who 
will discuss selling techniques. 
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Cleveland Only Large City 
With Ordinary Sales Drop 


Cleveland was the only large city to 
show a decline in the sale of ordinary 
for March or the year to date, accord. 
ing to L.I.A.M.A. Its drop was 1% fo 
March and 4% for the first three months 

Percentage increases for the othe 
largest cities for the month and year ty 
date respectively are Boston, 6 and 3; 
Chicago, 3 and 0; Detroit, 11 and 7 
Los Angeles, 3 and 8; New York City 
12 and 6; Philadelphia, 23 and 7; § 
Louis, 18 and 10. 

New Mexico, Mississippi 
led the states in percentage 
that order. 


and Idaho 
increase, in 





200 at Pilot Convention 


More than 200 qualifying agents 
guests and home office officials of Pilot 
Life attended the company’s ordinary 
division convention at Hollywood 
Beach hotel, Hollywood Beach, Fla. 


Blumberg Slated May 2 


Henry Blumberg, Chicago attorney, 
will address a meeting sponsored by the 
Chicago Life Underwriters Assn; 
council of field underwriters, May 2, a 
6 p.m. at the Chicago Bar Assn. The 
Chicago association, Chicago Life In. 
surance & Trust Council, Life Agency 
Managers, and Chicago C.L.U. are in. 
vited. His subject will be “Death Takes 
No Holiday for Life Underwriters.” 


Osler Speaks May 4 


Robert Osler, editor of Life Publica. 
tions of Rough Notes, will address the 
Chicago life managers May 4 at Hotel 
La Salle on “Management Trends in 
the New Decade. 











Approve Capital Boost 


Missouri Ins. Co. of St. Louis has re. 
ceived formal approval from the Mis- 
souri department to increase its capital 
from $500,000 to $1 million. The com- 
pany has combined capital and surplus 
in excess of $2 million, total assets of 
about $7,600,000, and insurance in force 
of $94 million. 

A commission consisting of the in 
surance commissioners of Missouri, 
Kansas, and Arkansas recently approved 
the reinsurance ofapproximately $1; 
500,000 life insurance of Postal Life & 
Casualty of Kansas City. 





Bennett Detroit Speaker 


The Detroit C.L.U. Chapter held a 
special meeting April 24. Clifford §. 
Bennett, regional director, discussed 
current problems. 


Lauds New Aptitude Index 


The new procedure for using the 
L.I.A.M.A. aptitude index ushers ina 





new day in the relations between the ; 


manager and his agency department, 
John Marshall Ween. ee manag- 
ing director of L.I.A.M.A., told a meet 
ing of agency officers in Toronto. 

e new method indicates the amount 
of recruiting activity which the manager 
has had during a given period, indicates 
the area in which the activity occurred 
and indicates the capacity of the man- 
ager to contract those men who scored 
high on the index. This will help ex- 
ecutives to help the manager, he said. 





Hollis L. Bridgman, vice-president of 
Franklin Life at San Antonio, was 
president of the 55th annual Fiesta San 


Jacinto which is a spectacular observ- 


ance. It consisted of events running 
through the entire week April 17-23. 


Chicago Home Office Life Underwrit- 
ers Assn. will elect officers May 3. 
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€ city tofmons: What happens when premiums 
ordinaryggre paid by automatic premium loan? 
, accord.gpy money order? Third party check? 
> 1% for he answers by Mr. Glenn, and B. M. 
months anderson, Connecticut General, varied 
1e othegeccording to the company plan in use. 
| year to Harrrington asked if companies 
5 and gqanted a specific plan approved or a 

and pigget of principles. Dineen said the plan 
ork City, poked all right and would work well 
d 7; Sjgvith most companies but, he asked, 
What about the few trimmers in the 


d Idaho business?’ 
rease, in 
MPAIRMENT ANGLE 


n What would happen if a company 
agents M@picked up some information on a policy- 
of Pilofipolder from M.I.B. that made it seem 
ordinaryin its interest to let the policy lapse? 
ly wood mmAnderson said that were aS many pos- 
Fla. ibilities that policyholders would try 
o mulct the companies. It is a matter 
pf supervision and good business deal- 




















2 ngs, he said. : 
ttorney, Daniel, Reidy, Guardian, urged the 
1 by the ommissioners not to let the dangers in- 
Assn/faperent among a very small minority 
ay 2 : amper the benefit to the vast ma- 
a Th. ority of companies and policyholders. 
ife Th e said the plan has operated for a 
‘A ong time with no harmful results. Far 
sency Bereater amounts of premiums were re- 
oT: - Breived by companies from the armed 
} akes services during the war with less safe- 
— puards and no problems resulted. 
~ Messrs. Glenn and Anderson said they 
vould like an endorsement of a set of 
principles for the companies to follow 
> ublica- Mather than committee approval of any 
ess the Mspecified plan. 
t Hotel The committee incorporated the re- 
‘nds in M@port of the subcommittee on reserve 
trengthening into its full report for 
he June meeting. 
roup Annuity Definition 
has re fe Albert Pike, actuary of L.I.A., said 
e Mis gthere was no major problem in devis- 
capital Meng a model group annuity definition 
e com. meow. It is not as necessary as in group 
surplus mite because it is difficult to set up a 
sets of gmictitious annuity group. It might place 
1 force MecoMPanies at disadvantage competitively 
vith self-insured or trusteed plans. 
he “We have no set opposition to a 
issourl odel definition but don’t think it is 
proved mportant now,” he said. 
y $l There are statutes in a few states. 
Life k He agreed that they might be repealed. 
He cautioned against action now which 
banks could use against insurers in their 
pension sales. If the committee wants 
definition companies will work on 
held a Mone: But taxation of group annuities 
il is a greater problem, he said. Dineen 
cuss agreed that the issue could rest for 
ow. 
¢, On war clauses Mr. Anderson said 
life companies are the only insurers that 
dex do not now exclude war and atomic 
gs the disasters. No one knows that the effect 
Yom of the next war will be on insurance 
nthe Me" anything else. ; ; . 
‘ment, Walter Klem, Equitable Society, said 
anag nis company recently tried to reinsure 
meet: 
raves Shreveport Manager 
mount # Wayne Graves, who has zeen a per- 
nager Msonal producer withthe Dallas agency 
licates fof American Hospital & Life foro three 
urred Byears, has been appointed manager at 
man- @hreveport, La. 
cored 
ex- 
ait]! ROYAL LEAGUE 
at a 309 W. Jackson Bivd., 
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serv: 
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several group life policies in London 
but was turned down because Equit- 
able’s policies did not exclude war 
deaths and the British policies did. 

Bruce E. Shepherd, L.I.A., said the 
status of the policies and pertinent state 
laws is still to be interpreted by courts 
and commissioners. He suggests en- 
actment of the L.I.A.-A.L.C. sponsored 
civilian war clause bill. Several com- 
missioners said they weren’t sold on the 
bill but think the problem is serious. 
Allyn said the problem should be set- 
tled now while there is time to think 
and study. Mr. Shepherd said there is a 
need for uniform statute and practice 
on war clauses so that something can 
be done. Harrington asked companies 
to submit a summary of state laws on 
the subject. 

Other commissioners attending were 
Harris of Minnesota, Soule of Maine, 
Lange of Wisconsin, Alexander of 
Iowa, Hubbard of Idaho and Martin of 
Louisiana. 


SALARY SAVINGS PLANS 








W. Lee Shield, American Life Con- 
vention, spoke on salary savings plans 
by which employes agree to have em- 
ployers make deductions from their pay 
and pay premiums direct to insurers. 
This results in expense savings on pre- 
mium notices, receipts, agents’ notices 
and reminders, fewer lapses, etc. 

Stone, Nebraska, asked if the lower 
costs of this type of insurance discrim- 
inated against policyholders of same 
age who paid their premiums in the us- 
ual way. Mr. Shield said there are many 
misconceptions involved and that it is 
a separate class of business with no re- 
lation between the annual and monthly 
premiums of regular business. It is not 
discrimination to use different premiums 
on this type of business. Stone asked 
for some company figures on the sav- 
ings involved. Mr. Shield said the sav- 
ings should be passed on to policyhold- 
ers. The line is neither new nor small. 
Its use helps spread the ownership of 
life insurance by gearing its sale to the 
monthly pay-check. 

A colloquy followed between Mr. 
Shield and Stone on whether the line 
is a separate class or not. Harrington 
concurred in Stone’s request for figures, 
adding that he wanted the savings dem- 
onstrated to show that no inequities are 
involved. He suggested that the fed- 
eral trade commission might act in 
states where there was no rate regula- 
tion. Martin of Louisiana wanted to 
know if total annual premiums paid un- 
der the plans were less than a single 
annual premium. Shield said he knew 
no companies that charged less. 


Individuals Make the Class 


Frank Purvis, Pan-American Life, 
said the life company does not make 
the class but that individuals, by the 
way they are employed or by their eco- 
nomic situation, make them. He him- 
self has ordinary, group and salary sav- 
ings. This doesn’t mean, he said, that 
he is being discriminated against. Har- 
rington asked why it is called salary 
savings if it costs more than when a 
premium is paid on an annual basis. 

Company members present were 
polled and all said their companies 
charge more than on an annual pret 
mium basis. A. A. Tousaw, Sun Life 








Finance Committee Agrees 
on Most OASI Extensions 


(CONTINUED FROM PAGE 1) 


extended to certain employes of publicly- 
owned transportation systems. 

U.S. citizens employed outside this 
country by American concerns would be 
covered. Also Virgin Islands workers, 
and those in Puerto Rico, if requested 
by the Puerto Rican legislature. 

Tips and gratuities would be excluded 
as in present law. 

The committee is considering coverage 
of short duration for federal civilian 
employes not under a retirement system. 


of Canada, said the compensatory fac- 
tors explaining this were the loss of 
interest for the remainder of the annual 
period and high mortality because selec- 
tion is less meticulous. Anderson said 
another factor is that some companies 
do not deduct from policy proceeds the 
remainder of the annual premium due 
after the death of the policyholder. 


Comparison With Annual Premium 


Mr. Purvis said that a comparison 
with annual premium business could be 
made to show savings but that in all 
other aspects it is different. Martin 
asked for figures demonstrating why 
premiums are higher or lower than pre- 
miums on annually-paid ordinary. 
Clarence Tookey, Occidental, empha- 
sized the great difference in company 
procedure and the resulting problem in 
getting statistics. 

William November, Equitable So- 
ciety, said his company writes it non- 
medically up to $5,000 in certain age 
groups. Milton Ellis, Metropolitan, 
said his company writes some of this 
type of business but underwrites it like 
ordinary. Mr. November pointed out 
that Equitable also writes non-medical 
ordinary the same way it writes salary 
savings. 

Stone said premiums varied from 97% 
to 108% of an annual premium. 

It is time for commissioners to come 
to the aid of the business, said Edmund 
B. Whittaker, Prudential, and do away 
with the practice of some companies in 


guaranteeing group rententions. It is 
in violation of all underwriting prin- 
ciples. A new low was reached in the 
last month, he declared. The United 
Automobile Workers, he said, canvassed 
life companies to find one that would 
write a plan it had bargained for. Be- 
cause the union got the plan by bar- 
gaining it didn’t think any agent de- 
served a commission. U.A.W. wanted 
a company that would pay no commis- 
sion. It could not find one to do that 
so it took companies that would pay 
the least commission. 

Two companies told them they’d guar- 
antee a 7%% retention if plan income 
reached $5 million in premiums a year. 
The companies involved were Occident- 
al and Lincoln National, he said. They 
are using top men in U.A.W. to get bus- 
iness away from other companies, he 
declared. U.A.W. men are urging trans- 
fers among smaller affiliated groups to 
reach the $5 million figure. His infor- 
mation, he said, is that strikes are being 
sponsored to get policies switched. His 
informants include R. C. Johnson, head 
of the Detroit office of Marsh & Mc- 
Lennan. Employers are being pressured 
to switch carriers, he said. 


Tookey Explains Plan 


Mr. Tookey said he was not sure who 
Mr. Whitaker meant. He said he didn’t 
think his company had such high-pow- 
ered salesmen in its employ. The case 
has a long history. Mr. Reuther wants 
to see that no one in U.A.W. profits by 
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the placement of the insurance. His 
company is to name the agent or brok- 
er, not the U.A.W. He’ll get 1% de- 
pending on the size group brought into 
the plan, he said. 

The U.A.W. is supposed to do all the 
policy service work. The contract pro- 
vides that. The provisions were ap- 
proved by the Michigan department. 

U.A.W. said it wasn’t going to use 
any strong arm methods. It said it was 
going to sell it. Mr. Tookey said he had 
phoned Lincoln National and the com- 
pany said it had heard nothing about it. 
There is always a chance that business 
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will be switched among companies, for 
there is no way to avoid this when a 
trade association sets up a case on 
members. It can’t be avoided so long 
as the group business is growing the 
way it is. We agree that the business 
should be run cleanly, he said. Our rates 
are only guaranteed for a year, Mr. 
Tookey said in reply to a question by 
Bohlinger. The rentention is a precent- 
age of it, he said. We may change our 
rates if.experience is bad, he added. 

Mr. Tookey agreed that there is some- 
thing of a rate war on now, if not all 
the time, in the group business. He de- 
fined letters of retention as agreements 
in which companies guarantee the costs 
of a group policy. Claims, plus refunds 
are to equal a percentage of the pre- 
mium. If it is 90%, the retention is 
then 10%. The first retention his com- 
pany made was with the state of Cali- 
fornia to cover veterans borrowing 
money from the state for housing. 

Mr. Whittaker suggested that 
N.A.I.C. adopt a rule similar to the one 
issued last year by the New York de- 
partment. Deputy Harris of the New 
York department rose from the bullpen 
and explained the rule which has been 
previously reported. Mr. Whittaker 
said the retention practice was discrim- 
inatory and within the police powers of 
the commissioners to correct. Harring- 
ton said life rates aren’t controlled. 
Some states regulate A. & H. rates. He 
said state laws may have to be changed. 
A commissioner can’t make the law 
himself. 

Victor Lutnicki, John Hancock, sug- 
gested that if the Massachusetts statute 
is uniformly applied it could do the job. 
Harrington asked for legislative or 
other suggestions to correct the situa- 
tion but warned against stifling compe- 
tition with too stiff regulation. He sug- 
gested that the business come up with 
a program. Mr. Tousan admitted that 
Sun Life of Canada was losing a few 
cases because of the retention situation 
too. 
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RESERVE BOOSTS 





The problem of reserve strengthening 
was taken up at a special subcommittee 
hearing where Harris, Minnesota, was 
chairman. Answers were given to a 
questionnaire sent to the companies 
by the committee. 

The major difference that developed 
during the session was the position of 
the commissioners that some standard 
yardstick or industry-wide rule could 
and should be established on reserve 
strengthening. Company representatives 
said that the problem varied from com- 
pany to company and required an ap- 
proach that took individual company 
situations into consideration. 

The meeting was exploratory and the 
subject complex. Bruce Shepherd, Life 
Insurance Assn. of America, and W. 


Lee Shield, American Life Convention,’ 


agreed to submit a statement on the 
pros and cons of the problem at the 
June meeting of N.A.I.C. at Quebec. 
It will be taken up again there. 

Powell B. McHaney, General Amer- 
ican Life, said that a company could 
be meeting the standards set by the 
statutes of some states and still not be 
accumulating sufficient funds to meet 
liabilities at policy maturity. Some 
statutes may need a change, he said. 

Charles Dubuar, New York, said his 
department views the settlement option 
reserves strengthening problem very 
seriously. He presented a statistical re- 
view of the increase in reserve on ac- 
count of change in valuation ‘basis, ex- 
cluding group, of the 25 largest com- 
panies doing business in New York 
during 1941-49. The increases totalled 
$214 billion. Of that sum, about $1% 
billion was for benefits other than life, 
such as anuities and supplementary con- 
tracts. 

Stone of Nebraska, and Dubuar and 
Julius Sackman of New York, suggested 
that some minimum industry-wide floor 
be established, as did Harrington of 
Massachusetts, who sat in on the meet- 


ing. Harrington asked if companies are 
ready to back up the wave of casualty 
benefits they are being asked to under- 
write by the enactment of temporary 
disability benefits laws. ‘ 

Valentine Howell, executive vice- 
president and actuary Prudential, said 
it would be difficult to establish a uni- 
form requirement. He said that a com- 
pany’s surplus is as much behind its 
policies as its reserves. E. W. Marshall, 
vice-president Provident Mutual, offer- 
ed several reasons why a company-by- 
company approach is needed. He said 
one large company pays 70% of its 
benefits under settlement options and 
another 16%. Companies have different 
average gross premiums. The problem 
comes in 57 varieties, he said. Each 
company should be treated individually. 

One suggestion was that reserve 
strengthening be surveyed at the time 
of a company’s examination. 


Expect Senate Committee 
to Loose SS Bill May 15 
WASHINGTON—The Senate fi- 


nance committee may not complete 
work on the social security bill before 
May 15, although target date reported 
fixed is May 1. The committee had not 
completed first reading of the bill and 
will rewrite it insurance observers here 
believe. 

They expect the committee will leave 
out provisions for total and permanent 
disability coverage and for lump sum 
benefits. It is also believed that the 
committee will cut out or modify sec- 
tion 4 of the bill, which defines “em- 
ploye”’ according to so-called ‘“eco- 
nomic reality.” It was some such pro- 
vision in proposed internal revenue reg- 
ulations two or three years ago which 
ultimately resulted in enactment of the 
Gearhart bill. Repeal of this latter 
measure is proposed in the social se- 
curity bill. 

The measure is expected to come out 
of Senate committee with provisions 
for extending OASI coverage and in- 
crease of benefits. Observers also con- 
sider likely provision for another coun- 
cil to study social security problems. 
Some such provision was recommended 
by a number of witnesses before con- 
gressional committees, including life in- 
surance witnesses. 

Some believe the disability and lump 
sum benefit provisions may have been 
put into the bill for trading purposes. 
It is suggested that if these provisions 
are eliminated in the Senate, but other 
essential features providing for OASI 
expansion and increased benefits are 
retained, administration officials, and 
probably House leadership, will be more 
or less satisfied with results, although 
the former, from the President down, 
have recommended universal coverage 
along with disability and lump sum ben- 
efit provisions. 








Moore in Minneapolis Post 


Mark M. Moore, Jr., has been ap- 
pointed general agent for Provident Mu- 
tual in Minneap- 
olis. He succeeds 
Burton F. Vessey, 
who resigned as 
general agent to 
devote his full time 
to the Charles W. 
Sexton general in- 
surance agency, of 


which he is vice- 
president and di- 
rector. 

Mr. Moore, a 





navy veteran, en- 
tered life insurance 
in 1946 with Na- 
tional Life of Ver- 
mont in Minneapolis. He is a Purdue 
course graduate and has qualified for 
National’s Leaders club every year. 
Mr. Vessey joined the Minneapolis 
agency in 1936, becoming general agent 
in 1940. He has qualified for the Mil- 
lion Dollar Round Table and is a C.L.U. 


M. M. Moore, Jr. 


Harper & Babcock 
Aetna’s Phila. G.A,s 


The firm of Harper & Babcock h, 
been appointed general agents for Aet, 
Life at Philadelphia. The new fr, 
which will succeed W. R. Harper 
general agent on July 1, will cong 
. W. R. Harper and L. Kent Babcog 
r. 

Mr. Harper has been general agey 
for Aetna in Philadelphia for 45 yea, 
Under his direction, the agency has jy 
creased its premium income from $3, 
000 to more than $10 million. 

Mr. Harper was Aetna’s gener 
agent in Atlanta before going to Phil 


delphia. He has been awarded Ae 
president’s trophy three times a 
served as the first chairman of t 


general agent’s advisory council. A fg 
mer president of the Philadelphia [j 
Underwriters Assn., Mr. Harper hk; 
also served as a director of the Pen 
sylvania Insurance Federation. 
Mr. Babcock, who will assume actiy 
management of the agency, joing 
Aetna as an agent at Hartford. Lat 
he became supervisor at Lancaster, P; 
for the Reading agency. After servinj 
in Pittsburgh as supervisor he becam 
assistant general agent there and } 
1945 was appointed general agent ; 
New Haven. ; 
Winner of the president’s trophy fy 
outstanding agency performance ; 
1948, Mr. Babcock is a former presider 
of the New Haven Life Underwrite 
Assn. and the New Haven Gener 
Agents’ and Managers’ Assn. He is; 
director of the Connecticut Life Unde: 
writers Assn. and chairman of its sale 
congress committee. He is chairma 
of the New Haven C.L.U. 















New England Mutual G.A.'s 
to Hold Annual May 8-10 


The annual meeting of New Englani 
Mutual’s General Agents Assn. will 
held at Swampscott, Mass., May 8-1I 
President George Willard Smith wi 
make the opening address. Prograr 
chairman for the first day will be Ber 
jamin W. Davis of Richmond, presider 
of the association. A panel led by Vic. 
president George L. Hunt and compose! 
of Wheeler H. King, general agent i 
New York; Walter Tebbetts, vice-pre 
ident, and John L. Stearns, vice-pres: 
dent and actuary, will discuss “The Nev 
General Agent’s Contract and You.” 

Mr. Hunt will be program chairma 
for the second day. Doris Montgomen 
attorney pension business department 
ne on “The Pension Trust Ma: 
ual. 

Chairman the last day will be Home 
C. Chaney, director of agencies. Speak 
ers are William C. Gentry, assistant ¢ 
rector of agencies; Edwin W. Folsom 
field supervisor; David S. Kamp, Sa 
Francisco; E. Clare Weber, Clevelani: 
Caspar W. Haines, Philadelphia; Davi#™ 
G. Hunting, training assistant; Alber” 
H. Curtis, II, training supervisor; Ala’ 
Beck, editor of Pilot’s Log, the fie” 
force magazine, and Archie B. Carrol.” 
Charlotte. ‘ 


Plans Being Shaped for 
Southern L.A.A. Meeting 


Joseph M. Locke, Gulf Life, has com” 
pleted his slate for the “Hot Ideas: 
panel which will be a feature at th 
meeting of the Southern Round Tabk 
of Life Advertisers Assn. to be hell 
April 30-May 2 at Houston. 

Participants will be John A. Fergu 
son, Protective Life; Thad Crump, At 
lantic Life; Loflin E. Harwood, South 
western Life; John L. Briggs, South; 
land Life; Richard L. Hindermann, Pat: 
American Life; William Sexton, Grea! 


‘Southern Life; C. W. Daugette, Jr. 


Pioneer L. & C.; John Ehle, Imperia 
Life; C. R. Andrews, Pilot Life; How 
ard Britton, Occidental Life, and W.® 
Goode, Provident L. & A. 
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V0 SALES r<5c Via 


412,349 


3S NAMES (eS 


In 1949, ten Massachusetts Mutual representatives sold over three 
and a half million dollars of business, 46.8% of their total production, 
among prospects cultivated with Direct Mail help. Theyr made: 10 sales. 
per 35 names receiving the arenes These sales showed a $12,349 


policy average. 
We congratulate these renunadiins whose individual produc- 
tion ranged from over a million down to $300,000 last year, aver- 


aging over $750,000 per salesman. 
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: a 
x of Total rr a 












a 
Volume 7.6 13,859 
vesentative ane $670,039 ee 18,700 
ae Seer $08000° 651,358 55.\ 6,047 
A 1,400,000 467 500 5\7 25,417 
B 300,000 332,599 547 11,910 
¢ 600,000 305,000 69.4 g,170 pee Se 
D 550,000 750,109 44.5 7,693 
E 350,000 736,938 52.2 97,071 
F 500,000 930,793 29.6 _ 
G 400,000 189,500 15.9  ——|-~ 512,349 
H 600,000 ee —— 46.8 
\ 1,100,000 $351,933 
J AVERAGE 


LIFE INSURANCE COMPANY 
ORGANIZED 1851 SPRINGFIELD, MASSACHUSETTS 








The 


ATLANTA AGENCY 


P. L. BEALY SMITH 
General Agent 


The 
CINCINNATI AGENCY 
WILLIAM T. EARLS 
General Agent 


The 
PORTLAND (ORE.) 
AGENCY 
J.C. F. MERRIFIELD 
General Agent 


The 
TOLEDO AGENCY 
FLOYD A. ROSENFELT 

General Agent 





Thank You, 
RALPH LOVE, 


for Your 
Outstanding Record! 


N the above photograph, Ralph H. Love, (left), general agent at Hartford, 
accepts Connecticut Mutual’s 1949 President's Organization Trophy 
from President Peter M. Fraser. 


The four general agents pictured at the left also had fine records in agency 
organization development and were runners-up to Mr. Love. 


Ralph Love has been in life insurance since 1925 and became a C.L.U. in 
1929. An outstanding personal producer prior to becoming general agent, 
he qualified for the Million Dollar Round Table in 1943. Mr. Love joined 
The Connecticut Mutual in 1942 as manager of the Cincinnati Agency 
while General Agent William T. Earls was in the service. In 1945 he 
assumed active management of the Company’s Hartford Agency and in 
May, 1946 he was appointed general agent at Hartford. 


In 1945, the year prior to his appointment as general agent, the Hartford 
Agency produced $3,111,000; in 1949 the agency ranked fourth among the 
Company’s 80 agencies, producing over $6,400,000 of paid life insurance. 


Mr. Love had the added honor during the past year of being chairman of 
the Company’s General Agents’ Advisory Committee. 


The entire Connecticut Mutual organization joins President Fraser in 
congratulating Ralph Love, the four runners-up, and all the members of 
their agencies for jobs well done! 
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